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STANDARD AGENTS’ 
MONTHLY ACCOUNT 


Adopted By the Executive Committee 
of National Board of Fire 
Underwriters | 





GENERALLY USED 


SOON TO BE 


Co-operation With National Association 
of Insurance Agents—New 
Disbursement Sheet, Too 


Agents throughout the country will 
doubtless be interested to learn that the 
National Board of Fire Underwriters, 
through its Executive Committee, has 
adopted a standard form of Agents’ 
Monthly Account, and the use will be 
recommended to every company mem- 
ber of the board. A committee of the Na- 
tional Association of Insurance Agents 
has been at work in a similar direction 
for several years, and a form prepared 
by its committee in charge of same had 
already been adopted by fifteen or twenty 
companies. The National Association, 
however, is in concurrence with the Na- 
tional Board in this matter, and, there- 
fore, will have without doubt hearty co- 
operation of agents as well as compan- 
ies throughout the country. It is be- 
lieved that by January 1 the new stand- 
ard form of Agents’ Monthly Account 
will be generally used throughout the 
\Inited States much to the satisfaction 
of all concerned. 

Another branch of The National 
Board work that has been adopted by 
the executive committee, and in con- 
currence with the Insurance Commis- 
sioners’ Committee on Banks, has been 
approved for use in the annual state- 
ment blank for the year 1918, is the 
disbursement sheet page three of that 
blank, and by its use a complete sepa- 
ration between premiums, losses and 
expenses of the fire from marine busi- 
ness will be very throughly effected— 
much to the satisfaction of the fire in- 
surance statistician. 





HAD NO CO-INSURANCE 


Troy Seminary Burned in Troy Was 
Covered Only to Extent of $60,000 
—Value $240,000 





The St. Joseph Seminary Catholic 
school which was burned in Troy last 
week was insured for $60,000 with no 
co-insurance clause in the policies. The 
building was valued at $240,000. The 
loss was less than fifty per cent. of 
the value but was a total loss for the 
insurance companies\ 























“The Largest Fire Insurance Company in America.” 
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FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
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North British 
and Mercantile 
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Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 
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SPRINGFIELD 


Fire & Marine Insurance Co. 
Cash Capital $2,500,006 90 


HE SPRINGFIELD for two-thirds of a century has 
| transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided — 
sentative of an undivided and independent company. e 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 
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LIFE SALES OFFICERS 


Prof. Scott, Carnegie Bureau of Sales- 
manship Research, Starts Discus- 
sion on Selection 


MUCH INTEREST IN CONGRESS 


Winslow Russell Elected President; 
Isaac Miller Hamilton, Secretary; 
Executive Committee Personnel 
(Special to The Eastern Underwriter) 
Detroit, June 11.—The first annual 
meeting of the Association of Life 
Agency Officials, which was organized 
during the meeting of the World’s Sales- 
manship Congress last year, was held at 
the Hotel Statler on Saturday, with 
an attendance of eight-five. Ingur- 
ance Commissioner Winship, of Michi- 
gan, extended greetings and a hearty 
welcome on behalf of the State. Wins- 
low Russell, president of the Associa- 
tion, stated that the Association is 
growing and pointed out the necessity 
of co-operation and said that this move- 
ment is for better life insurance sales- 

men, 


Professor Scott Starts Discussion 

The first topic, “The Selection of 
Agents,” was opened by Dr. Walter Dill 
Scott, director of the Carnegie Bureau 
of Salesmanship Research. He raised 
several questions, the first of which was 
“Selection.” He gaid that the chief 
function of the superintendent of agents 


is the selection and appointment of 
agents, and the rule has been first 
practice and then theory, but to-day 


more attention is being given to 
theories. Great strides have been 
made in practice, due to theories. 

The second topic was, “Why con- 
sider selection?” Third: “Is there 
necessity of selection among appli- 


cants?” Of two men one can succeed 
best at one kind of work, and the other 
at another, hence the value of selec- 
tion. The man who has shown his 
ability in one line has a better chance 
at another, but it does not follow 
that he will be successful. Fourth: 
“Is there a possibility of selecting 
wisely?” a question which he answered 
in the affirmative. Fifth: “What should 
be done with questionable men?” 
Sixth: “What are some potential facts 
of selection?” He said that he be- 
lieved in physiognomy, and in ancestry 
to some extent as determining factors, 
but these are only guides. Seventh: 
“What are the essentials of selection?” 
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In answering this question Professor 
Scott emphasized personal history, 
reputation, self-analysis, and the judg- 
ment of experts. The manager should 
make it a point to study the applicants 
carefully, without prejudice, and above 
all should use tests to get at the man’s 
qualifications. Results can be obtained 
by tests which cannot be reached other- 
wise. Eighth: “How may methods of 
selecting agents be checked?” Ninth: 
“Should an agency manager employ ex- 
pert services?” These questions were 
asked largely to stimulate thought and 
endeavor to secure a higher grade of 
men. He said that he considered the 
agency manager as the greatest sales 
expert in America. 
W. E. Taylor Says Waste Must Be 
Eliminated 

W. FE. Taylor, superintendent of 
agents of the Equitable Life Assurance 
Society, was the first in the discussion 
following Professor Scott’s talk. He 
outlined the methods employed by his 
Company in securing and stimulating 
agents. The Equitable holds a con- 
ference of the agents January 1 and 
makes an allotment for the year. Later 
the results are sent out in the form 
of a chart, and this plan, he said, 
awakens great interest in the agency 
force. Questions regarding their. meth- 
ods of procedure are also sent out and 
the replies summarized. Form letters 
for managers to send out to teachers, 
business men, etc., are prepared. A 
number of good agents have been se- 
cured in this way, but he found during 
a period of four years the production 
of these new men gradually fell off. 
Something should be done to eliminate 
this waste. He believed in having the 
agent answer a series of questions as 
to why he will succeed, and from these 
replies he gets a good pen picture of 
the men. 


Burnet’s Efficiency Test 
Philip Burnet, president of the Con- 


tinental Life, Wilmington, Del., out- 
lined the results obtained by this 
Company in applying the efficiency 
test. The rule of how closely an agent 


approximates the standard is divided 
into four parts: First, the man must 
have hosts of friends who make good 
prospects; second, he must want to 
sell life insurance; third, he must be- 
lieve he can do it; fourth, he must 
need the income. Mr. Burnet said he 
believed in the part salary and part 
commission basis of compensation. 


Go Slow About Selection 

A. N. Mitchell, assistant superintend- 
ent of the Canada Life, in continuing 
the discussion, thought that there is 
need of devising some plan to assist 
in selecting agents. Many a man prop- 
erly selected fails because he is im- 
properly placed. He must be properly 
adjusted to form of contracts, terri- 
tory, etc. The work of selecting should 
not be hurried. Going slowly is diffi- 
cult but necessary. He suggested an 
experience table of failures, compiled 
from the combined experience of a 
number of companies. As a rule the 
best men are those who are sought by 
the position. 


High Moral Qualities Demanded 

H. E. Aldrich, superintendent of 
agents of the Equitable Life of Iowa, 
in discussing this subject said that his 
Company demands high moral qualities 
on the part of its managers, and its 
favorable mortality ratio is largely due 
to this fact. Elaborate blanks aré used 
for the purpose of getting at the men’s 
qualifications and they must measure 
up to the requirements outlined. Among 
the things required are a good educa- 
tion, good morality, financial worth 
and good health of self and family. In 
short, full information is required. The 
efficiency of the men is measured by 
the card rating system, which Mr. 
Aldrich explained. General agents are 
required to exercise the same care in 
the selection of agents. 

Luncheon was served in the Detroit 
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Athletic Club at which most of those 
in attendance at the meeting were 
present. 

Searching for Agency Managers 

President Russell said a few words 
on the selection of agents and spoke 
of results he had had from advertising 
for managers. He had used the daily 
papers and magazines, and simply ad- 
vertised for salesmen, omitting all 
mention of the kind of business. He 
received a large number of replies, but 
as soon as he informed those who re- 
plied that he wanted them for life in- 


surance work, very few answered the, 


second time. He also sent Out book- 
lets and from these received a few re- 
plies. Altogether he obtained a small 
percentage of good men. 

Mr. Russell announced that there are 
two vacancies in the Bureau of Sales- 
manship Research, and inquired as to 
the advisability of the association ap- 
plying for membership. After some 


discussion a motion was carried pro- 
viding that application be made for 
such membership, if the association 
could join on satisfactory terms. This 
matter was left with the executive com- 
mittee. 
George H. Hunt’s Talk 

At-the evening session the question 
of “The Training of Agents” was 
opened by a paper by Wm. Alexander, 
secretary of the Equitable Life Assur- 
ance Society. He was followed by 
George ‘H. Hunt, superintendent of 
agents of the Imperial Life of Toronto. 
Mr. Hunt said that the first step in the 
training of agents was to inculcate a 
right mental attitude. The agent must 
have a thorough belief in what he is 
selling and in Canada this is being 
thrust upon people through the relief 
afforded widows and orphans by the 
payment of claims of Canadians who 
died on the battlefields of Europe. Now 
that the United States has entered the 
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war he predicted the same condition 
here. He said if after going into all 
the details of life insurance, its objects, 
benefits, etc., the man does not become 
enthusiastic, he had better go into some 
other line of business. 

The agent should also be taught to 
thoroughly believe in the company he 
represents but should not knock other 
companies. He should also be taught 
the value of service which begins with 
the first interview, and the prompt de- 
livery of a policy should be empha- 
sized. The agent should have a cer- 
tain knowledge of the technicalities of 
the business, but he should talk little 
of them and mostly from the insurance 
aspect. An agent should keep a card 
record, He mentioned one case where 
a man’s cards showed that after work- 
ing 100 days he had only thirty cards 
showing about one interview in three 
days. This man was helped and en- 
couraged and became a very good pro- 
ducer. 

Salesman Must Be a Worker 

Jas. P. Sullivan, vice-president of the 
Farmers & Bankers, of Wichita, Kans., 
made an address on the same subject. 
He said that the first thing was to 
make a salesman a worker, the second 
a hard worker, the third a very hard 


worker, and the fourth an intelligent 
worker. He said that men can be “de- 
veloped to hard work, and by hard 
work he meant that which keeps an 


agent going all day. The most certain 
method to train men properly is to 
inculcate loyalty and an idea that he 
is a part of the business as a whole. 


This is loyalty to the business. He 
must also be taught loyalty to his 
company and loyalty to himself. He 
must be taught to love his business 
and realize its great benefits to man- 
kind. He should be made to realize 


the strength and good features of his 
own company, and that his company 
is loyal to him. Always give a sales- 
man a square deal. Many good men 
have been lost because they felt that 
they were badly treated. A loyal sales- 
man always shows up when a e¢all is 
made for more business. Then an 
agent must be loyal to his prospect by 
telling him the truth and selling him 
insurance in the right manner. Such 


an agent can keep his business re- 
newing. Pride in his work should be 
taught him. This will lead to hard 


work and a desire to rank high among 
his company’s agents. This sort of 
training is more essential to a new 
agent than to an old one. 

As a boy in college is first taught 
the college spirit so an agent should 
be taught a similar spirit. Once this 
spirit and loyalty are established it 
becomes easy to produce efficiency. 
Agents should be taught to speak well 
of other companies, and twisting, re- 
bating and other evils should be warn- 
ed against. His own Company, Mr. 
Sulivan said, had had good results from 
this plan of training. 

T. R. Hill on Life’s Keynote 

The subject was further discussed by 
Thos. R. Hill, superintendent of agents 
of the Provident Life & Trust. He 
said that the keynote of life is the op- 
portunity for love and service, and no 
man has greater opportunities along 
these lines than the life insurance man. 
His work rightly done leads to the pre- 
vention of poverty which is the founda- 
tion of ills that flesh is heir to. Life 
insurance work lifts a community, and 
you can’t lift a community without lift- 
ing a State, or a State without lifting 
a nation. He considered it a great 
privilege to be a life insurance man. 
Success should be the basis of all acts. 
A successful agent must have besides 
other qualifications, persistence with 
intellectual integrity. Keeping ever- 
lastingly at it is of itself not correct. 
The work must be intelligently applied 
in terms of service rendered. 


Behan on Human Element 
Joseph C. Behan, superintendent of 
agents of the Massachusetts Mutual, 
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LIFE INSURANCE SELLING CONGRESS IN DETROIT 


said that the human element in life in- 
surance must ‘not be overlooked. An 
agent should make a study of men, find 
out what is wrong and set them right. 
He should study individual troubles 
and get the agent’s confidence. 
Emphasizes Sincerity 

R. W. Stevens, vice-president of the 
Illinois Life, emphasized sincerity as 
a necessary part of an agent’s equip- 
ment. If he believes in life insurance 
and what it does he will be successful. 
A part-time man who writes but three 
applications a year should be encour- 
aged and helped. 

Sidney A. Foster, vice-president and 
secretary of the Royal Union, said 
agents are engaged in the process of 
evolution, and their whole’ purpose 
should be protecting humanity. 

Winslow Russell President 

The following officers were elected: 
President, Winslow Russell, Phoenix 
Mutual; secretary, Isaac Miller Hamil- 
ton, Federal Life. Executive commit- 
tee: H. E. Aldrich, Equitable of lowa; 
George E. Copeland, Northwestern Mu- 
tual; George H. Hunt, Imperial of 
Toronto; Glover S. Hastings, New Eng- 
land Mutual; Wm. E. Taylor, Equitable 
Life; Jos. C. Reynolds, Kansas Life. 

The following companies were rep- 
resented: Berkshire, Equitable of New 
York, National of U. S. A., Phoenix 
Mutual, Preferred Life, German Mu- 
tual, Manufacturers, Connecticut Mu- 
tual, Central Life, California State, 
Register, Standard, Central States, 
American Central, Superior Mutual of 
Canada, Continental, Provident Life & 
Trust, National of Vermont, Guardian, 
Ohio National, Northern of Ontario, 
Franklin, Massachusetts Mutual, John 
Hancock, Century, Indianapolis, Inter- 
Southern, Western of Des Moines, 
Southern L. & T., Fort Worth Life, 
Life Insurance Company of Virginia, 
Central Life of lowa, George Washing- 
ton, Lincoln National, Equitable of 
iowa, State, Germania, Northwestern 
Mutual, Connecticut Mutual, Domivion, 
North American, Toronto, Sun Life, 
Royal Union, Union Central, Farmers 
& Bankers, London Life, Imperial, Jef- 
ferson Standard, Midland Mutual and 
Philadelphia Life. 

Detroit Association’s Lunch 

Monday noon a complimentary lunch- 
eon was given by the Detroit Life Un- 
derwriters’ Association at the Detroit 
Athletic Club to visiting officials of life 
insurance companies. Following the 
luncheon 3-minute speeches were made 
by T. GC. Rice-Wray of Detroit, Secre- 
tary Larson of the National Asso- 
ciation of Life Underwriters, W. J. 
Graham of the Equitable of New York, 
J. Gordon Ramsay of the Canada Life 


and W. E. Bilheimer of the Franklin 
Life. 
Another insurance session was held 


at the Hotel Statler Monday afternoon 
with a large attendance, Everett W. 
Owen, local manager of the Sun Life, 
presided, and extended a hearty wel- 
come to all life insurance men, who are 
the dynamic force of the country, to the 
dynamic city of this United States, He 
spoke of the good work done by the 


life underwriters of Detroit in selling 
Liberty bonds, and said that life in- 
surance men are in the fore-front when 
it comes to giving their services for 
Liberty. He said the Detroit life un- 
derwriters sold their quota and more 
in four days. He then introduced W. 
J. Graham, superintendent of the group 


department of the Equitable, whose 
topic was “How to Sell Business In- 


surance,” 
Discuss Advertising 

The subject of the second section 
was the selling of life insurance through 
advertising, and C. A. Larson, secretary 
of the National Association, presided. 
The subject was opened by Joseph A. 
Richards. In reply to questions Mr. 
Richards said that he did not approve 
of institutional advertising but thought 
it could be made effective. The trouble 
is that men fail to agree. As to ad- 
vertising of life insurance by banks he 
said he favored it. 

W. F. Steedman, of the Sun Life, 
said that all advertising can be useful 
only so far as it is followcd up by the 
man with the rate book. It can do no 
more than prepare the way. Every 
agent is advertising his cOMpany bet- 
ter than any Other advertising can do. 

Section 8, entitled, “A Real Business 
for Real Salesmen,” was next taken up 
with Winslow Russell as chairman. 

William A. King, of the Missouri 
State Life, opened the subject by a 
paper on “Selection.” 

Ik. J. L’Espereance, manager of the 
Imperial Life at Montreal, followed 
with an address on “Efficient Selling 
Methods.” He outlined these methods 
as: First, calls; second, persistency; 
third, knowledge of anatomy; fourth, 
new goods to show; and, fifth, painting 
the picture. As to calls, he said his 
agents should call on men who can 
buy and pay for insurance, and not 
waste time calling on men who are 
uninsurable or have not the means to 
pay for insurance. He should see ten 
or fifteen new faces daily. As to per- 
sistency and by having the men keep 
card accounts he has proven that per- 
sistency pays. Then the life insurance 
salesman should know something of 
anatomy and should always have some- 
thing new to show. He believes in 
pictorial illustrations to show the value 
of insurance protection against death. 

W. H. Beers, of the Mutual Benefit, 


Rochester, spoke on the same _ topic 
and illustrated his remarks by dia- 
grams. In his own agency he had 
found that 63 per cent. of cases were 
closed on the first interview and 83 
per cent. without appointment. By 
working six hours per day and two 


evenings per week his force had aver- 
aged one application per 6.6 interviews. 

Graham C. Wells, of the Provident 
Life & Trust of Pittsburgh, also spoke 
on this topic. The first thing to get 
into an agent’s mind he said was serv- 
ice. He believed in arranging for a 
consecutive weekly production and this 
plan had been very successful in his 
agency. It sets a possible ideal for 
every man and spurs him on to do his 
best. If other men can do it so can 
he, and he will exert himself to that 


end. Then the habit of continually 
writing applications gives a man a 
certain skill in doing it, and makes 
him more efficient. If he writes busi- 
ness every week he will not be in the 
company’s debt. There may be oabjec- 
tions raised to this plan, but it has 
worked out well in his agency. 

The closing speech was made by W. 
E. Bilheimer, of the Franklin Life, who 
spoke of the great opportunities of the 
future and the importance in embrac- 
ing it. The one essential thing is that 
a man should be loyal to himself and 
strive for the better things that are in 
every man. He needs to discover the 
hidden power that is concealed in 
every one. There are great forces in 
nature, but no power in the world 
like that of a man who has found him- 
self. Service in the highest sense is 
when a man sells himself to himself for 
the betterment of the world. The world 
is full of men who live in valleys, and 
what is needed is men with world- 
vision, not men with restricted vision. 
Under the United States flag every man 
has a chance to make just as big a life 
as he chooses. 








Salesmanship is the power to 
persuade people to purchase 
product at a profit. 

Life insurance salesmanship 
is the power to persuade people 
to apply for life insurance—be 
examined for life insurance— 
and pay for life insurance— 
when It is issued for them. 

There can be no life insur. 
ance salesmanship without the 
insurance applied for being paid 





for. 
i Are you a salesman?—Weekly 
: Bulletin, Missouri State Life 
Ins. Co. 


Fuser win 


HELPS CORPORATION INSURANCE 








Treasury Department Rules Payments 
Can Be Deducted in Figuring 
Annual Net Income 





The following communication from 
Chief Deputy John F. McEvoy, of the 
Treasury Department, Philadelphia, Pa., 
to S. M. Hertz, of the New York Life 
in Philadelphia, explains itself and will 
clarify the situation for those who are 
working to get corporations and busi- 
ness houses to insure the lives of their 


employes or officials in favor of the 
Company: 
“Sir: Referring to your letter of 


even date, relative to deduction of pre- 
miums paid on life insurance policies 
of the employes of a corporation by the 
corporation, the policies being drawn 
in favor of and made payable to. the 
corporation, I beg to state that pay- 
ments made in this manner are legally 
deducted for the purpose of ascertain- 
ing the annual net income of a corpo- 
ration. 

“JOHN F. McEVOY, Chief Deputy.” 

Vice-President Buckner believes that 
this ruling will help agents in writing 
corporation insurance. 


PRACTICE WHAT YOU PREACH 
By E. W. Hillweg, 
“Northwestern National Agent.” 

One of our successful agents recently 
asked, “Will the company furnish me 
a duplicate of my _ policy?” When 
asked if his policy had been lost or 
destroyed, he replied, “No, but I have 
worn it out showing it to people.” He 
further stated, “I begin my talk to a 
prospect by showing him my own pol- 
icy, with the statement, ‘The North- 
western National Life agrees to pay to 
my wife and children two thousand dol- 
lars if I should die at any time. Would 
you not like to have one like it?” I 
at once understood the value of his 
argument and knew why he was and 
is a successful life insurance salesman, 
and agreed to supply him with any 
number of duplicates of his policy to 
replace those worn out with that kind 
of an argument. 

Unfortunately, not all agents carry 
insurance on their own lives; some be- 
cause they are not physically able to 
pass a satisfactory medical examina- 
tion, others because they are not finan- 
cially able to pay the premiums, and 
still others because they are negligent 
and are like some doctors who do not 
take their own prescriptions, or minis- 
ters who do not practice what they 
preach. 

All agents who are physically able to 
secure insurance, should take as much 
as they can reasonably carry, and those 
who are not financially able to pay pre- 
miums, probably soon would be if they 


In 


would follow the example set by the 
successful agent who wears out hy¥s 
own policies to show the people his 
faith and belief in life insurance and 
the company that he represents. 


CHANGE-OF-AGE LETTER 
Will G. Farrell, General Agent Penn 
Mutual Life, Salt Lake City, 
Using It 
An effective change-of-age letter is 
being used by the Penn Mutual Life's 
general agency in Salt Lake City, Will 


G. Farrell. He not only incorporates 
date of birth, but also the day. The 
letter follows: 
Dear sir: You were born on 
Thursday, November 5, 1874. 


Therefore, May fifth of this year 
is an important date for your con- 
sideration, as at that time you be- 
come One year older for insurance 
purposes. You still have, however, 
the privilege of applying for addi- 
tional insurance at your present 
age, though in a few days your in- 
surance cost will increase not only 
for the first year, but for every year 
that you carry it. 

As a good business proposition, 
would it not be wise to act at once 
and thus save an increase in pre- 
mium? We will cheerfully send 
particulars of our latest contracts 
without obligation or importunity 
upon the return of the enclosed 
card without signature. 

Very truly yours, 


The national officers of the American 


Insurance Union, of Columbus, Ohio, 
are conducting an _ investigation of 
whole family protection plans 





started. 





We don’t contract with poor men. 
We give a new man our attention until he is 


We make our men make good. 
Why don’t you work for us? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 





ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
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Alexander on How 
to Train Agents 


CLOSER RELATIONS BETWEEN 
HOME OFFICE AND FIELD 


Secretary of Equitable Life Assurance 
Society is Writing a New Book 
on Salesmanship 





’ 


“How to Train Insurance Salesmen,’ 
was the title of a valuable paper read at 
the Life Agency Officers’ Convention in 
Detroit by William Alexander, secre- 
tary of the Equitable Life Assurance 
Society. Mr. Alexander said the ideal 
plan for training salesmen would be 
to send the youthful agent to school for 
a week and then give him a week in 
the field, but such a scheme would be 
too expensive. What then should be 
done? Mr. Alexander said in part: 

1. We must select agents with great- 
er care and skill than has been cus- 
tomary in the past, discarding all ap- 
plicants who obviously lack character, 
intelligence, and aptitude. 

2. All the instruction possible should 
be given at the home office of the com- 
pany and in the office of the general 
agent, to the soliciting agents whose 
headquarters are near by. 

3. The officers should go into the 
field—not only the agency officers, but 
the President, the Actuary, and the rest. 
The amount of valuable’ instruction 
which can be given by this course is re- 
markable. Moreover, it is a wholesome 
thing for the officers to confer with the 
field men where they do their work. By 
such excursions the officers learn les- 
sons quite as valuable as those they are 
able to teach. 

4. Every agent who has made good 
by writing a certain amount of insur- 
ance during a series of months or years, 
and has become a permanent represen- 
tative of his company, should it seems 
to me be given at least one trip to the 
home office of the company he repre- 
sents. 

5. The company should have at least 
one or two competent instructors to be 
sent to agency centers, primarily for 
the purpose of teaching and encourag- 
ing the soliciting agents within reach, 
but also to give the general agent any 
advice or instruction that may be ap- 
propriate. 

6. The company should supplement 
the practical training which the agents 
will get in the field by such theoretical 
knowledge as it can give in textbooks 
and lesson papers; emphasizing the 
things that cannot be learned from the 
people they meet from day to day. 

Just here let us pause for a moment 
to consider the comparative value to the 
agent of practical and theoretical in- 
struction. 

Field Training the Best 

The most valuable training the insur- 
ance salesman can get will always be in 
the field, especially if he is guided in 
the beginning by an experienced solici- 
tor. But there will always be a great 
deal of information which will never be 
gathered by the agent in his interviews 
with prospects. Some of this informa- 
tion is essential; for the agent must 
have strong convictions or he will not 
be able to convince others. And he will 
never have absolute confidence in life 
insurance until he knows that it is 
based on principles as steadfast as the 
everlasting hills; until he knows that 
the premiums charged are not arbitrary, 
or the result of guesswork, but based on 
a reliable mortality table and careful 
assumptions as to interest and expen- 
8es, 

Of course, it must be pounded into 
him that such information is for his 
own enlightenment and not to be passed 
on to applicants for insurance. He 
must be shown that such information is 





given exclusively for the purpose of 
broadening his vision, increasing his 
confidence, and enabling him to give in- 
telligent answers to the occasional ques- 
tions of the people he is trying to in- 
sure. 


Writes Books and Correspondence 
Course 
fn this connection, let me tell you 


what I am trying to do to supplement 
the agent’s work in the field, 

I] have written several books for the 
agents of the company with which I 
am identified, and I have given those 
who have been willing to take it, a 
correspondence course, which has been, 
I think, of practical value. 

In launching the course of lessons to 
which I have just referred J] announced 
that it would be given exclusively to 
people connected with my own com- 
pany, the object being to give the stu- 
dents a feeling that they were enjoy- 
ing a special privilege. 

My present view is that if my work 
is helpful to the agents of my own com- 
pany it ought to have some value to 
the agents of other companies. Conse- 
quently, when, about a year ago, the 
National Association of Life Underwrit- 
ers invited me to write a primer—or 
elementary textbook—on Life Insur- 
ance, I accepted the invitation and have 
written such a book. It is entitled: 
“What Life Insurance Is And What 
it Does, A Primer for Laymen and Stu- 
dents.” 


Writing a New Book 

I am now working on a sequel to this 
primer, to be entitled: 

“How To Sell Insurance, A Practical 
Guide to the Insurance Salesman.” With 
these two volumes as textbooks, I hope 
to construct a revised correspondence 
course for agents, divided into two 
parts: the first a practical preliminary 
course for new agents; and the second 
a regular course for those who make 
good, and are seen to be worth follow- 
ing up. 

This course will not deal with the us- 
ages and policies of the company with 
which I am identified; that ground will 
be covered by a few supplementary les- 
sons. Consequently the course will be 
as appropriate for the agents of one 
company as for those of another; and 
although most of the companies now 
have their own courses of instruction, 
and may not be interested in my les- 
sons, they will be freely offered to any 
companies or agents who care to utilize 
them. 

In conclusion, a brief summary of the 
lessons I try to teach in these two books 
will show you what education I regard 
as essential for the soliciting agent, in 
addition to the training which is given 
him by other field men, and the skill 
he acquires by his own effort and prac- 
tice. 

Im the first place, I insist upon the 
importance of a subordinate position 
for the youthful agent. “The more haste 
the less speed.” The agent who at- 
tempts to-go it alone may be confront- 
ed by insurmountable obstacles, and 
“half a loaf is better than no bread.” So 
the novice should get a position where 
he will get a training. He must get 
it in some way or other and he will be 
lucky if he can get it without being 
compelled to pay cash for it. 

I advise every new agent to take w 
preliminary canter over his educational 


LIFE INSURANCE SELLING CONVENTION 


course by reading the first part of my 
primer. 
Outlines a Program 

I then advise him to go to work in ac- 
cordance with the _ following pro- 
gram: 

1, Begin your work under the wing of 
an experienced agent. Introduce him to 
your friends, acquaintances, and such 
prospects as you are able to reach. Let 
him do all the work at first. Watch him 
closely, and store up the knowledge thus 
acquired. 

2. After that, work jointly with your 
guide, or go out alone and write all the 
applications you can without assistance, 
calling upon your guide for help only in 
cases which you are unable to close 
alone. 

3. After you have had this expert ad- 
vice and assistance for a time, you will 
acquire sufficient confidence and skill to 
proceed without help. Always remem- 
ber, however, that team work will be 
desirable from time to time as long as 
you are an insurance solicitor. 

4. While you are getting your pre- 
liminary training, spend as much of 
such leisure time as you have in get- 
ting an adequate insurance education. 
Review your preliminary work by re- 
reading the first part of the primer, 
which you will appreciate far more than 
in the beginning, After that read the 
rest of the book. Or, better still, take 
advantage of the company’s correspon- 
dence course, using the primer as a 
preliminary textbook, as directed in the 
lessons of that course. 

5. Then continue the correspondence 
course in connection with my second 
book. 

In this second book, “How to Sell In- 
surance,” {| shall attempt to tell the 
agent what to do and what to avoid; 
what to say and what to leave unsaid; 
how to begin his work and how to carry 
it on. 

Self-Made Men 

I hope I have made it clear that the 
company can do a great deal of good 
work in helping to train the soliciting 
agent. ‘Nevertheless, when all is said 
and done, I believe the successful agent 
will always be a self-made man, but 
necessarily with a supplementary train- 
ing, given by his company, by his busi- 
ness associates, and by competent text- 
books and lesson papers. 


OVER $1,000,000 IN MAY 





New York Office John Hancock Mutual 
Life Has Largest Month in 
Its History 





A representative of The Eastern Un- 
derwriter this week asked William N. 
Compton, general agent for the John 
Hancock Mutual Life in New York, how 
business was keeping up. Mr. Comp- 
ton said “This office in May produced 
considerably over $1,000,000 of busi- 
ress, which established by far the big- 
gest record ever made by the agency.” 
Thus another is added to the field of 
$1,000,000 a month agencies in the met- 
ropolitan territory. 

It is not a long way back to the place 
where the John Hancock Mutual Life 
office in New York produced annually 
about the same amount of business as 
was produced in the month of May. 
Since Mr. Compton became general 
agent the agency has had a steady and 
consistent growth. 





W.D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 

Inc. 1851 

New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 








HOME LIFE 


INSURANCE CO. 
(Now Purely Mutual) 
256 BROADWAY, NEW YORK 


GEORGE E. IDE, President 


The fifty-seventh annual 
report shows insurance in 
force of $133,493,000, an 
increase during the year of 
$7,832,827. The Company 
paid the policyholders in 
1916 $3,536,233, of which 
$628,406 was in dividends 
or premium refund. Its in- 
surance reserve fund was 
increased by $1,300,000 and 
the Assets are now $32- 
821,462. 





For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agts. 

256 Broadway, New York, N. Y. 




















ALWAYS A PLACE FOR 
DEPENDABLE AGENTS 


Those who can not only write 
applications but deliver policies, 
and are energetic in their methods. 
Good positions are ready for such 
men. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison St., Chicago, Ill. 
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Correct Advertising 


Would Reduce 
Cost of Selling 


J. A. RICHARDS POINTS OUT 
WEAKNESS OF PRESENT SYSTEM 


Life Insurance Men Should Not Write 
Its Literature—Where Agents 
Should Rank 


J. A. Richards, of the Joseph Rich- 
ards Company, whose work for the 
Phoenix Mutual Life has attracted wide 
attention among life insurance officials 
and agents because of its originality and 
human appeal, addressed the Associa- 
tion of Life Officers, taking as his sub- 
ject “The Sheep and the Goats of Life 


Insurance Advertising.” He hit out 
irom the shoulder, pointing out the 
weaknesses of the present system of 


life insurance publicity. 

Mr. Richards began by discussing the 
greatness of life insurance, and quoting 
from a pamphlet addressed to all 
students of the Phoenix Mutual Course 
of Salesmanship Lessons, written by 
John M. Holcombe, president of that 
Company, in which Mr. Holcombe asked 
agents to realize the magnitude and 
significance of life insurance and their 
responsibility. Continuing he said: 

Yes, Mr. Holcombe, but who was it 
that provided the field men of life insur- 
ence an opportunity to do such things? 
Who was it that built the frame work 
of company after company, that has 
cared for and distributed the millions 
of dollars which have been gathered 
in from year to year by the field men 
from the policyholders? Who was it 
that figured out a fabric of finance 
which makes it possible for the com- 
panies to guarantee the payment of this 
nearly twenty-two billion dollars of 
present contracts—guarantee it so ab- 
solutely that when, perhaps fifty years 
from now, the last thousand dollars of 
this vast sum shall be due and payable 
that one thousand will be on hand to 
meet the obligation? 

Who was it but the men of the 
home office who reject our bad risks, 
and some of our good ones, as we some- 
times think, who loan the funds that 
ye collect, so that safety and profit 
unite to make insurance doubly sure? 


Take Off Hat to Officers of Companies 

Gentlemen, we of the field force take 
off our hats, do we not, to the officers 
of our companies, and salute them as 
the great builders and conservators of 
national protection. 

Do you notice that 1 said “we.” Oh 
yes, I am a field man in the life insur- 
ance world, for I am selling life insur- 
ance with my pen. 

But now for a dash of cold water and 
« vigorous, but not vicious, thrust at 
you all in the interest of better busi- 
ness and more of it. 

The average man is buying all too 
little life insurance. Opportunity is the 
test of efficiency and in the light of 
that fact the life insurance business is 
inefficient. President Holcombe says, 

“Far from being overdone, it ought 
really to be sold in ten times the pres- 
ent volume.” 


Should Sell More Life Insurance 

Who is to blame? Well, in order 
that wé may not have too many on our 
Lands at once, permit. me to divide you 
into sheep and goats. 

Gentlemen of the official staffs of the 
hfe insurance companies of North 
America, you are seriously to blame ‘for 
uot protecting more men, women and 
children on this continent and for not 
more adequately protecting those who 
now hold smaller policies in your com- 
panies than they ought to hold. The 
trouble is you don’t use advertising 
tools and advertising experience to sell 
life insurance. 


staff, 
very 


official 
two 


It is almost absolutely accurate to 
say that there is no such thing. as life 
insurance advertising. 


of the 
negligent in 


Now gentlemen 
& 

you have been 
distinct respects, 


There is a vast amount of company Ist. In the training of your field 
advertising and you will allow me to men. 
register my deliberate judgment that 2nd. In not selling life insurance 
about 90 per cent. of it is waste. through intelligent advertising to 

I sat in the presence of the vice- people. 
president of one of the largest com- And the fundamental error beneath 


panies in the world a few days ago and joth exhibitions of negligence is this: 
told him that the money wasted in the yoy have been allowing life insurance 
vain boasts of life insurance companies 


ien to write life insurance literature. 
who have been content to swell up and yhe result is that whether written or 
shout about the size of their assets spoken, life insurance always needs an 
and surplus, business written—such jnterpreter and rarely has one. 
vaingloriousness has cost life insur- 


fere it not for the fundamental 
ance companies enough to finance the ving a odamnies Bh se yhil 
war. I confess I said this before I ° vey Er oie 2. 


realised how much the war was likely anthropy of your business, you could 
A=] ae 2 


ae not possibly have done e volume o 
tc cost, but I say now that it is a ictnaes Suen pty gel at 
shame that life insurance has so prosti- ~~". ©"? * Ss" ; / — 

years. Your agents speak in an un- 


tuted its high calling as to have wasted 
such great sums in publishing the de- 
tails of company pride. 


known tongue of insurance technique 
and the only thing that saves them and 
you is that they preach protection. But 


Charging Wasteful Expenditure to }iow much more intelligently would 
Advertising they preach it if they could learn to 
But that is not the worst of it, for *peak the simple terms of life insur- 


ance in the language of the people. 


the companies have had the assurance 
Appeal Should Be Human 


to charge this wasteful expenditure up 


to advertising. They have thereby given And yet, you guard your so-called 
advertising a bad name and spread the life insurance literature as if it were 
almost universal fallacy that advertis- some sacred writing. “How can ‘a 


ing cannot sell life insurance. Gentle- 
men of the life insurance executive 
staff of the country, I want right here 
and now to nail that statement as an 
untruth. The fact is that advertising 
has never been tried on life insurance 
uid I will demonstrate in a few minutes 
what I mean by advertising; but first, 
I must finish my indictment against the 
companies for not really advertising. 
The same vice-president to whom I 
referred a few moments ago shoved 
over a statement to me which he bade 
me examine to prove that his company 


ian,” say you, “who doesn’t know life 
insurance write about it’? And f 
respond, how can a man who is soaked 
in life insurance terminology write in- 
telligibly to plain men and women? 
Don't you know that it is the business 
of advertising men to interpret all busi- 
nesses to the people? Oh, but you say, 
“Our busitess is so technical and com 
plicated.” Pardon me, but I have found 
it profoundly simple in its essence and 
when it comes to the individual kinds 
of the policies of the individual com 
panies, wey we can depend on our 


was now doing more life insurance Sleep over here, when properly trained, 
than the law allowed. And he wanted to use untechnical  language,--we 
to know what I had to say in view of can depend on them to explain these 
that situation. Well, I have this to say, little, but very important kinks. So I 


reiterate the statement that you should 
employ advertising men to write insur- 
ance literature and insist that they 
»hould only come into your office often 
enough to get facts and report work 
for correction of facts. 

But now you officials have a right to 
ask me to show you what I mean by 
advertising life insurance and what I 
mean by a proper training of a life 
msurance salesman, so that he will be 


that if advertising were properly used 
ii would reduce the costs of selling so 
that this very company. could sell all 
the protection that people ought to 
iave and not get into conflict with the 
Insurance Department either. 

That vice-president didn’t know it, 
but he was glorying in his shame. It 
is a shame indeed that a great company 
are ee , organized as it is 
on such mathematically accurate facts 


as the mortality table and the laws of understood when he talks the general 
insurance reserve ‘*¢ is ao shame in- term of a policy to a prospect. In reply 
: ‘ I must remind you of the statement 


ueed that such a company, thus found- 
ed and conducted, should ever be in a 
position where it has to turn down a 
sound risk. 


The trouble is that it costs that com- 
pany, and all companies, too much to 
sell their goods and advertising would 
reduce the cost of selling. 

These big, self-complacent 


moments ago that while 
literature, 


I made a few 
there is plenty of company 
practically there is no advertising of 
life insurance, nor will you expect me 
to apologize for using some of my own 
work to illustrate what I mean. 

But when | say my own work, | want 
to say in the same breath, that it is 


compan- not my work at all but the work of the 


ies are hiding behind their present big ofjcers of the Phoenix Mutual Life 
business when, in truth, opportunity is [ngyrance Co. All that I have done is 
the test of efficiency and they are really to express their work in advertising 
proclaiming their own inefficiency fashion in a way that a layman can 


when they say they cannot do any more 
business because the Insurance Depart- 
ment won't let them. 


understand. 
And now, if you please, to a brief dis- 
cussion of a few pieces of advertising 


But what is this flutter and stir 4 of life insurance. 
hear over in the sheepfold of the Ist, for the consumption of the 
agent? consumer 

Yes, I did say that good advertising 2nd, for the. instruction of the 


life insurance solicitor. 
(Here follows informal] discussion 
special pieces of advertising matter.) 


The Agency End 
now, you officers of 


would cut down the cost of selling. But 
that doesn’t mean that you agents will 
make less money. Wouldn’t you be 
content if you made sales easier, and 
more of them and larger ones; wouldn't And 
you be content with less on the individ- ance companies may leave the goat 
val sale under such circumstances? Of yen while I lead out the agents from 
course you would. Haven’t you had to the sheepfold, and lo, and behold, I find 
sell life insurance and sell it hard to tiem goats. 
most of your prospects? Gentlemen, one reason why life in- 
Now you ought not have to do this surance soliciting has been looked upon 
at all. Your business ought to be simply as such a disreputable business is be- 
that of fitting a prospect with the right cause agents have had no individual 
policy and serving him in the little, business initiative. They have not 
but very important, details connected taken their places among the business 
with that policy, men, the merchants, manufacturers and 


of 


life insur- 





ethers, in their respective communities, 
who carry on a business in their own 
uame. They have been merely agents, 
representatives of a big corporation 
called a life insurance company that 
lives somewhere else and controls the 
actions of their solicitors. Hence these 
men have little or no standing in the 
business communities where they oper- 
ate. They have desk room somewhere 
but no business front. It is true that 
the companies have to a large extent 
fostered this feeling. They have led 
the agent to think that he must feed 
out of their hands. He must depend 
on the company for his literature and 
edvertising; must work in the tradition. 
ul way that life insurance agents have 
always worked and be a sort of a 
tentacle of an octopus that is reaching 
out everywhere for victims of a pre- 
mium gathering system that while al- 


leged to be beneficial is everywhere 
looked upon with illy-concealed toler- 
ance to say the least. 

Now, men of the field forces, I've 


done finding fault with the companies 

and I say to you that you are to blame 

for the low estimate set upon your busi- 

ness, 

Line Up Alongside of Merchants and 
Manufacturers 

With the big commissions you now 
enjoy, it is up to you to put yourselves 
alongside any merchants or manufac- 
turers in your communities and command 
the respect of all, as wide-awake busi- 
ness men swinging a business which is 
at little better than that of any man 
under the sun, not excepting any save 
that of the preacher of the Gospel of 
the Grace of God. 

The way to establish this new revela- 
tion in your city or community, is to 
acvertise,—advertise your goods and 
your service as a salesman of the best 
scuff in the world except religion. 

You know, don't you, that with 
present system of commissions, your 
companies cannot afford to do what 
tney ought to do in advertising? But 
you have the whip hand; your con- 
tracts would allow you to push for 
business with advertising if you would 


the 


only make an initial investment in 
something which would talk your life 
insurance jervice to be the people 
where you live. You would have a 
name, good will and business before 
you knew it. Some men are waking 
up to these facts and are willing to 


so into the life insurance agency busi- 
ness with capital and confidence, and 
they are winning. 

And just here, much that I have said 
‘o the officers of the companies applies 
to you, for you too, need to speak a 
ianguage in advertising which your 
readers will understand. You need, in 
other words, to get a competent adver- 
tising man to help you, for as things 
are now and until the companies have 
interpreted their contracts and their 
courses of salesmanship into the lan- 
guage of the people, until then you will 
have to do your own interpreting by 
employing your own advertising in- 
ierpreter. 

A Word About Stationery 

don't ask him to make bricks 
without straw. Don’t do as a promi- 
nent insurance agent in New York did 
the other day, upon reading my adver- 
tisement in The Eastern Underwriter. 
He wrote me and then informed me 
through my associate that if I would 
bring him down an advertisement that 
would make people wake up to the 
value of life insurance, why we might 
get together and do business. I had to 
tell him that I was not in the business 
of going into a trance and telling his 
future from a lock of his hair and a 
photograph. Furthermore, that man 
wrote me on stationery furnished by a 
great company, but such flimsy, poor 
contemptible stuff that I judged him to 
be a little six-by-nine agent that I 
would scarcely be justified in trusting. 


(Continued on page 10.) 
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Horner Answers 
Edwards’ Satirical Dig 


SAYS NEW YORKER BLUFFS TO 
COVER REAL ISSUE 


Will Continue Fight to Build Life In- 
surance to Higher Level For 
Common Good 


Horner, the Minneapolis gen- 
up the Nation- 
al Association of Life Underwriters 
through a speech in Des Moines in 
which he charged that it was bossed by 
a clique, sends a letter to The Hastern 
Underwriter in which he comments 
upon the satirical interview given by 
Charles Jerome Edwards, of New York, 
when the latter read the Horner speech. 

Mr. Edwards was one of the heads 
hit by Mr. Horner. The latter says Mr. 


WwW. M 


eral agent who shook 


Edwards is making a good bluff to 
cover up the real issues 
On June 6th Mr. Horner wired Mr. 


Edwards: 
I am getting a lot of fun out of 


your bluff. 
Mr. Edwards wired the retort: 
All right, Warren; but why not 


call my bluff? 

Letter From Mr. Horner 
Kastern Underwriter has 
the following letter from 


re- 


Mr. 


The 
ceived 
Horner: 

Minneapolis, 

Editor The Eastern Underwriter: 1 

have read your editorial, Mr. Mdwards’ 


statement, and your interpretation of 
my remarks very carefully. 
I hope you can find some way of 


correcting your statement attributed to 
me in regard to certain individuals, be- 
cause | think my right of being inter- 
viewed or quoted correctly is the right 


of every man under similar circum- 
stances. 
[| Editor’s note.--The above para- 


graph refers to the listing of cer- 
tain men in the National Associa 
tion of Life Underwriters published 
by The Eastern Underwriter after 
the editor of this paper interviewed 
the Minneapolis general agent in 
his office, following the Des Moines 
attack. In justice to Mr. Horner it 
should be stated that he did not 
mention a large number of names. 

What he said was that he regarded 

the influential men in the National 

Association of Life Underwriters as 

being embraced in two groups, 

the dominant group being Messrs. 

Woods, Edwards and Powell. He 

did not mention the names of the 

men in the second group, but The 

Kastern Underwriter, being famil- 

iar with the affairs of the National 

Association of Life Underwriters, 

printed as the names of the mem- 

bers of the second group the men 
it knows to be the most active in 
the association's affairs other than 

Messrs. Woods, Edwards and Pow- 

ell whose names, as already 

stated, were mentioned by Mr. 

Horner in his dominant group of 

association leaders. ] 

However, the main portion of this 
letter is to reply to Mr. Edwards, very 
briefly. I do not intend at this stage 
to indulge in any bill of particulars, 
nor do I intend by personalities, eman- 
ating from the other side, to be plunged 
into a drawn-out controversy. 

I believe that a careful analysis of 
the personnel of the executive council, 
extending back to 1911, up to 1915, in- 
clusive together with the nature of the 
association meetings, will be sufficient 
for the general rank and file. 

Mr. Edwards’ remarks only amuse 
me in the main. I am reminded of the 
story, which I am sure has gone the 
rounds, about the fellow who was ar- 
rested for stealing money, there being, 
however, no reason excepting his guilt, 
that he should suspicion as to why he 
was put under arrest. When he was 
told that he was in the hands of the 


law, h’s first exclamation was, “I did 
not steal the money.” 

I shall not even answer, by stating 
some historical facts of record, some of 
the statements or wrong impressions 
given by Mr. Edwards’ interview in 
The Eastern Underwriter. I do notice, 
with both amusement and satisfaction, 
that he has reached the apologetic 
stage with respect to the education and 
conservation movement, or _ bureau. 
Certainly apology is due, because of 
the scattering of the composite idea of 
that movement. 

Incidentals are not what the rank and 
file of the United States are interested 
in. What I believe the great body of 
life underwriters want is a nat®onal as- 
sociation, virile the year around in 
pushing to a higher level the principles 
and practices of life insurance, an as- 


sociation conducted in a _ reasonably 
democratic manner. Also, that its 
meetings and elections be attendant 


with some spontaneity, rotarian meth- 
ods, and institutionality maintained. 

Mr. Russell’s make-up of his council 
this year is very good. However, the 
rank and file are not conversant with 
the fact that when certain ones have 
been dropped from the council, because 
of appearance’s sake that they have 
gone on attending its meetings as usual 
and dominated the actions of the coun- 
cil. to a certain extent at least. 

My remarks at Des Moines were the 
crystallization of many things, extend- 
ing over a period of several years. I 
do not bel'eve it is necessary to dignify 
those remarks, or agitate the matter 
further, by a long drawn-out statement. 
However, if I deem the necessity has 
arisen, a statement will be made, but 
entirely free from personalities and, in 
so far as I can make it, a judicial re- 
view of the situation, for the digestion 
of the general insurance public. Any 
decision along these ‘lines will be 
reached with due deliberation. ° 
enough strong 


I believe there are 
men and sincere men on both sides 
of the proposition, interested in the 


harmonious upbuilding of the national 
association to profit by the situation 
to such extent that abuses and the 
evils of the past will be eliminated 
from the future, without an unseemly 
controversy at this time. 

Charies Jerome Edwards is not such 
a bad fellow. and I admire the good 
bluff he is making, to cover up the real 
issues. I would rather work in har- 
mony with him than in opposition, to 
him, but what I intend to do is move 
along lines that I think will build the 
life insurance business to a higher level 
in its institutional aspect for the com- 
mon good. 


W. M. HORNER. 








PURELY MUTUAL CHARTERED 1857 


THE 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GEO. C. MARKHAM, President 


Insurance in Force, $1,505,464,984 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 


new insurance issued. 
POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Investigate Write GEO. E. COPELAND, 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 














Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Capital........$1,000,000.00 


OUR 1916 STATEMENT SHOWS 


Insurance in force........... (over).... $42,400,000 
ED occu sane Wik kers-swiell (over).... 5,600,000 
New Insurance paid for................ 10,000,000 


The High Scores in the Life Insurance Profession are won by Trained 
Men. We will train you in the Profession and locate you in Productive 
Territory either North or South. Your Opportunity is Here. 


Further information on request. Address: 
E. G. SIMMONS, Vice-President and General Manager 


Whitney Central Bank Building 
NEW ORLEANS, U. S. A. 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA ° 





















Fifty years of success 


The Strength of the Company —the 
growth of a half century—towering back 
of every policy contract, assures the largest 
possible measure of securily, service, and 
saving to the insured. 


The wisdom of the founders in restricting the 
Company’s investments to farm loans, has throughout 
the years afforded the largest degree of safety, to- 
gether with the greatest earning power on its invested 
funds. It has in addition served the Nation, and 
the wide world in these troublous times, by its signal 
aid in the development of the Country’s Agricultural 
Resources. 


The manifold service of the past half century may 
safely be accepted as a criterion of larger service 
in store for its policy-holders and their beneficiaries, 


For Information address Allan Waters, Second Vice-Pres. 


The Union Central Life Insurance Company 
Jesse R, Clark, President Cincinnati 
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Against Conference 
War Recommendations 


ATTITUDE OF COMMISSIONER A. L. 
WELCH OF OKLAHOMA 


Should Be Limit of Time Regarding Re- 
strictions in Reference to Extra 
Premium Payments 
The Eastern Underwriter has re- 
ceived the following letter from the In- 
surance Commissioner of Oklahoma, in 
which he states his position regarding 

war clause provisions: 

My ruling in reference to the war 
1iders, of the various companies, sub- 
mitted to this department has been in 
accordance with the law governing 
same, which law in part, reads as fol- 
lows: 

Section 3470, Paragraph : 

That the policy, together with 
the application therefor, a copy of 
which application shall be endorsed 
upon or attached to the policy and 
made a part thereof, shall consti- 
tute the entire contract between 
the parties and shall be incontest- 
able after two years from its date, 
except for non-payment of  pre- 
miums and except all violations of 
the conditions of the policy relating 
to the naval or military service in 
time of war; Provided, that the ap- 
plication therefor need not be at- 

tached to any policy containing a 

clause making the policy incon- 

testable from date of issue. 

Under the law, my ruling has been 
that the companies could charge any 
amount they so desired in the way of 
‘xtra premium for the extra hazard, 
which is created by the insured joining 
the military or naval service in time 
of war. Also, the company, under our 
law, is at liberty to limit the amount 
of their liability under the. policy to 
uny amount they so desire, provided 
the insured does not pay the extra pre- 
mium for the extra hazard, but the 
company is not permitted to extend 
the limitation of the amount of their 
liability in the policy beyond the ac- 
tual duration of the war. 

Neither is it fair or just to the in- 
sured to be required to furnish evi- 
dence to the company of insurability 
before their policy is restored to the 
iull face value of same after the ter- 
mination of said war. I feel that there 
should be a limit, in reference to time, 
in regard to the restrictions placed up- 
en the policy when the insured is nof 
able to pay the extra premium so 
charged, although he has paid his level 
premiums regularly during the con- 
tinuation of his service in the war, but 
has had very little insurance from the 
company. 

That is the reason that I cannot ac- 
cept the phraseology in the war clause 
that is recommended by the joint com- 
mittee, for the reason that they wish 
to extend their restrictions six months 
after the termination of said war, pro- 
vided the service of the insured is con- 
tinued to the end of same. 


>. 
ds 





WAR CLAUSE MEETING JUNE 18 


Commissioners’ Special Committee to 
Meet at Hotel Astor—Views of 
Some Departments 


A meeting of the special committee 
of the insurance commissioners on 
uniform war clauses will be held at the 
Hotel Astor June 18. In response to 
requests from The Eastern Under- 
writer about the recent Astor recom- 
mendations this paper has received the 
following statements: 

Michigan Attitude 


Commissioner Winship, Michigan: 
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New England Mutual Life 


Insurance Company 
BOSTON, MASS. 








“This department has taken no posi- 
tion regarding the war clause regula- 
tions, in so far as the extra premium 
is concerned. We insist that the rec- 
ommendations shall comply with our 
existing laws. I have been trying to 
co-operate with the effort on the part 
of the National Convention of Insur- 
ance Commissioners to reach a conclu- 
sion with the insurance companies for 
a uniform regulation. Another meeting 
of the special committee will be held 
at the Hotel Astor June 18.” 

Commissioner Merrill, of New Hamp- 
shire: “This department will accept 
and approve war clause when submit- 
ted by life insurance companies in ac- 
cordance with the recommendations of 
the joint committee which met at the 
Hotel Astor in April and which report 
was issued under date of April 28, 
1017." 

Commissioner Young, North Carolina: 
“Under the law I am required to ap- 
prove this policy contracts before they 
can be issued in the State, and I am 
anxious to get them uniform. I see 
no use of the commissioners and com- 
panies agreeing upon a form for uni- 
formity unless they are going to comply 
with it.” 

Superintendent Potter, Illinois: “I 
have to advise you that I have not 
taken any position regarding the war 
clause recommendations adopted at the 
Hotel Astor. As you doubtlessly know, 
I have just entered upon a new term 
as insurance superintendent, and have 
not yet reached the matter to which 
you refer.” 


Rhode Island Sympathetic 


Insurance Commissioner Wilbour, 
Rhode Island: 

“We have informed our one home 
company of the Hotel Astor recom- 
mendation. Our law does not give us 
the right of approving or disapproving 
policy forms in regard to life com- 
panies. We, however, are heartily in 
sympathy with the recommendation 
adopted at the above mentioned place.” 


Vermont Approves 


Commissioner Brown, of Vermont: 

“This Department has approved the 
uniform war service regulations in con- 
nection with life insurance as given in 
circular of April 28th.” 


Provident L. & T. Rider 


The new war and naval rider of the 
Provident L. & T. follows: 


If within five years from the date of this 
Policy the Insured shall engage in any mili 


tary or naval service in time of war, the 
liability, of the Company in event of the 
death of the Insured while so engaged, or 


within six months thereafter, will be limited 
to the return of the premiums paid hereon, 
exclusive of any extra premium paid for mili- 
tary or naval service, less any indebtedness 
to the Company hereon; unless before en 
gaging in such service or within thirty-one 
days thereafter, or at the time of paying the 
first premium due hereon, if the Insured shall 
be then so engaged, the Insured shall pay to 
the Company at its Home Office in the City ot 
Philadelphia such extra premium as may be 
required by the Company, and in like manner 
shall pay annually thereafter on each anni 
versary of this Policy or within thirty-one 
days after such anniversary, while the Insured 
shall continue to be so engaged, such extra 
premium as may be required by the Company. 
Within one year after the termination of the 
war the Company will return such portion of 
the extra premiums as in its judgment will not 
be required to cover the extra hazard. 

For those who engage in military or 
naval service, the annual premium for 
the first policy year will, until further 
notice, be at the rate of $37.50 for 
each $1,000 of insurance. 

Attention is called to the important 
provision at the end of the war clause, 
that within a year after the termina- 
tion of the war the company will return 
such portion of the extra premiums as 
in its judgment will not be required to 
cover the extra hazard. 


Amicable’s Attitude 


Amicable of Texas: “At this time it 
is impossible for the Amicable to fix 
a rate for extra premium for war per- 
mit. Many companies in Texas and 
elsewhere have issued policies without 
war restrictions, while the Amicable 
would not, and have thereby written 
many persons going to war, while the 
Amicable has not purposely written 
anyone with such intentions. The war 
clause in Amicable Life policies applies 
eaually to all policyholders. When the 
amount of extra premium which should 
be charged for military service can be 
equitably and safely established, this 
Company may adopt such extra prem- 
ium rate and issue permits accordingly, 
but, now and all the time, this Company 
will stand squarely on its well-defined 
policy of Safety First.” 





in 1916. 





Business Attending to Business 


General business is prosperous and the public confidence is proof against all alarms. 
Our deliveries for the first three months were much larger than for the first quarter 
Patriotism requires that business shall attend to its business with the utmost 
zeal, that the stability of finance may remain unshaken; even as patriotism requires 
that every American shall support the government by such means as are his to con- 
tribute, that our country may be invincible. 

Occasionally we have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 








ATTITUDE OF COMPANIES 


Further Information Regarding Accept- 
ance or Rejection of Hotel 
Astor Recommendations 


The Federal Life Insurance Company, 
through its president, Isaac Miller 
Hamilton, has accepted the recommen- 
dations and war clause of the Hotel 
Astor company-commissioners’ confer- 
ence. Action of some of the companies, 
as communicated to The Eastern Un- 
derwriter, follows: 

Columbus Mutual Life—“We have in- 
formed Commissioner Mansfield that 
we would adopt the recommendation of 
the Insurance Commissioners’ Commit- 
tee with only such modifications as 
were necessary to make it conform to 
the conditions of our policies.” 

Central States Life—‘We advised 
Commissioner Mansfield that at the 
present time we are not accepting war 
lisks. Our clause covers service in 
the United States, but returns pre- 
miums in the event of death from serv- 
ice abroad.” 

Franklin Life—“We notified Commis- 
sioner Mansfield that this company had 
in its policies a war clause containing 


in substance the provisions of the 
clause adopted by the committee in 
New York, and that this company 
would follow the recommendations 
made by such committee.” 

Illinois Life—‘We notified Commis- 
sioner Mansfield we intended to con- 
form to the substance of the recom 


mendations of the jomt committee.” 
Equitable Life of Iowa 
The Equitable Life of lowa, has mail 
ed the following letter to Commissioner 
Mansfield: 


Dear Mr. Mansfield: In reply to 
your circular of April 28th just re 
ceived, relating to the proposed 
adoption of a uniform war clause 
under life insurance policies, I 
have to advise you, that our com- 
pany agrees to accept the recom- 


mendations of the committee and a 
war clause, which will contain sub- 
stantially the provisions of the 
clause recommended by the com- 
mittee, upon condition that the 
recommendation and a_ similar 
clause will be likewise accepted 
by a sufficient number of the lead- 
ing and other companies operating 
in the various States, so as to make 
the action substantially uniform 
throughout this country. 

For your information, we enclose 
a copy of the clause originally 
adopted by this company, which 
we understand will conform with 
the proposed uniform clause by 
eliminating from the paragraph en- 
titled “War Service,” all of the 
words of the last two lines of that 
paragraph after the word “issued”; 
namely, “but excepting for aviation, 
no extra premium shall be charged 
for military or naval service of the 
United States within the Conti- 
nental limits of the United States.” 

In this connection it may interest 
you to know that representatives 
of the local life insurance compan- 
jes met with Commissioner English 
on the 4th, and heard his report of 
the meeting in New York City, and 
a general discussion of the pro- 
posed rules and war clause was en- 
gaged in, with the result that prac- 
tically all of the companies are 
willing to adopt the recommenda- 
tions of your committee upon the 
conditions above stated. 

Before revising our present 
clause and practice, we hope to 
receive a further communication 
from you. giving us the result of 
your inquiry. 


Kansas City Life: “Our answer to 
Commissioner Mansfield of Connecticut, 
with reference to war regulations, was 
that we have adopted the recommenda- 
tions of the New York Conference 
Committee, to become effective and to 
supersede all other regulations begin- 
ning June 21. 
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Pittsburgh Agents’ 
Liberty Loan Drive 


HAD STREET PARADE AND MEET- 
ING TO STIMULATE INTEREST 


Sold More Than $1,089,000, Securing 
Over 4,500 Applications; Woods 
Sold Most Bonds 


On receipt of notice that June 5th 
and 6th had been set aside to boost the 
sale of Liberty bonds, the Life Under 
writers’ Association of Pittsburgh de- 
termined to make the campaign the 
greatest possible success. After sev- 
eral meetings, participated in by gen- 
eral agents, irrespective of membership 
in the Association, the following plans 
were adopted: 

(A) Headquarters were 
in the Union Arcade Bldg. 
(B) A mass meeting announced, 
at which an effort was made to 
have present all the life insurance 
agents of the Pittsburgh district, 
irrespective of company or life as- 

sociation affiliations. 
(C) To precede this meeting by 

a parade through the business dis- 

trict of Pittsburgh. 

(D) To conduct an elaborate and 
extensive two-day drive. 
Parade 

The parade was an unqualified suc- 
cess. About 500 men and women were 
in line, headed by a band of 50 pieces, 
and an impression was made on the 
city. The marching was fine and the 
agents had an hour's drilling by Lieu- 
tenant Corbett and others belonging to 
the Military Training Association of 
Pittsburgh. Each marcher had an arm 
band of Red, White, and Blue silk, on 
which was stamped a Liberty Bell, and 
the words “Liberty Bonds.” At regu- 
lar intervals the marchers carried signs 
eading “Buy Bonds and Insure the 
Freedom of the World”; “If You Can't 
Go On the Firing Line go on the Dotted 


secured 


Line”; “Your Brother Gives His Life, 
You Loan Your Money.” 
Meeting 

The meeting was addressed by Har- 

rison Nesbitt, of the Bank of Pitts- 

burgh, and Pomeroy Burton, of the 

London “Daily Mail.” His services 

were secured by Lawrence Priddy, 


vice-president of the National Associa- 
tion. 

That the drive was a success is 
evidenced by the accompanying statis- 
tical report. That it could have been 


a phenomenal success can be readily 
seen from the fact that reports have 
been received from only thirty-three 
companies. Had all the companies 
jeined in the movement, or had all 
agents of all companies joined, it 
would have been easy to double or 
treble the sales made. 

Some good would have been done 


had not a single bond been sold. Bvery- 
one knew the life insurance men were 
con the job, and their patriotic arm 
bands were in great demand. In one 
vaudeville house every actor and ac- 
tress wore an arm band. Every effort 
was made to boost the bonds and many 
of the audience bought. 


ress 


The New York Life and the 
Mutual Life have’ increased 
their Liberty Bond subscriptions 
to $10,000,000. The Prudential 
and Equitable have increased 
their Liberty Bond subscriptions 
to $5,000,000. 


REPORT OF THE LIFE AGENTS DRIVE 
FOR LIBERTY BONDS 


June 5 and 6, 1917, Pittsburgh, Pa. 


No. of No. of Total 

menre- apps. amt. of 
Name of company porting secured sales 
Aetna ; 1 20 % 1,550 
Berkshire ‘ 6 76 17,500 
Columbia Natl 2 27 5,450 
Conn. General 2 27 5,500 
Conn. Mutual _ 4 23 63,150 
Equitable, N. Y.... 193 1,882 479,350 
Equitable of Ia..... 7 54 8,700 
Fidelity Mutual 1 45 3,900 
Germania Life ..... a 67 5,400 
John Hancock ...... 1 64 24,800 
Manhattan Life .... 1 3 150 
Mass. Mutual 4 40 8,300 
Michigan Mutl. 1 14 85) 
Mutual Benefit 5 169 25,400 
Mutl. Life, N. 13 162 42,100 
Natl. Life, Vt....... 6 75 15,500 
New England Mutl. 1 5 550 
New York ae 2 42 3,150 
Northwestern Mutl. 8 193 20,000 
Penn Mutual ,..... 1 41 3,400 
Phoenix Mutual 12 193 35,850 
Provident L. & T.. 21 208 127,000 
Prudential ......... 15 171 13,050 
Reliance Life ...... 12 91 17,850 
Scranton Life ...... 1 14 1,050 
Standard Life ...... 24 262 85,350 
State Mutl., Mass 5 154 20,200 
Sun Life of Can.... 1 12 2,650 
Travelers bvaees 1! 139 15,450 
Union Central ...... 2 49 3,150 
Union Mutual ...... 1 12 3,750 
i 3? See 2 54 6,250 
Western & Southern 1 1 50 
Miscellaneous ...... 16 207 23,450 
Grand Total 39 4,597 $1,089,750 


Reports of Individual Agents 


Individual agents who secured more 
than fifty applications were E. A. 
Woods, 114; F. C. Boyd, 102; St. Peter 
& Clark, 94; L. C. Woods, 71; C. R. 
Notman, 65; J. E. Knott, 62; E. E. 
Johnson, 60; Lothair ‘Smith, 51; Wil- 
liam M. Duff, 50; Miss Bertha Strauss, 
50. 

Those securing more than thirty ap- 
plications were TT. J. Danner, J. E. 
Hershey, J. Lynch, O. M. Crosby, E. E. 


Deemer, Mr. Bargar, L. G. Ball, C. R. 
Putnam, Frank A. Johnson, W. C. 
Loeffler, Mr. Goo, C. A. Tushingham, 
W. B. Rankin, P. De France, M. J. 


Donnelly. 

The literature of the Pittsburgh As- 
sociation was unusually clever, and 
William M. Duff, of the committee, did 
particularly good work in that connec- 
tion. 


Welcomed the Agents 

George W. Ryan, president of the 
Pittsburgh Life Underwriters’ Associa- 
tion, said to The Eastern Underwriter: 

“Many hundreds of persons felt re- 
lieved as we appeared, as they wanted 
a bond but did not know how to secure 
it. You can realize that these persons 
were quickly disposed of. 

“Fifty-dollar bonds were bought by 
soda fountain clerks, elevator men, 
window cleaners, waitresses, etc. 

“The largest subscription in the Pitts- 
burgh district was one for $100,000—an 
investment by the Standard Sanitary 
Mfg. Co., manufacturers of bath tubs, 
which was secured by Mr. Ryan.” 





Mississippi River. 





We want a GOOD PERSONAL PRODUCER and organizer 
for DESIRABLE TERRITORY in several states west of the 
EXCELLENT CONTRACT. 


Northwestern National Life Insurance Company 
MINNEAPOLIS, MINNESOTA, 

is a LEADING LOW NET COST, annual dividend, MUTUAL, 

OLD LINE company. Record for 1916— increase in insurance 

in force, 20%; in paid-for business, 51%; in assets, 15%; in 

amount apportioned for 1917 dividends, 71%. 








PRESIDENT APPRECIATIVE 


Tells Vice-President of Metropolitan 
Life That it is Practicing Practical 
Patriotism 


Haley Fiske, vice-president of the 
Metropolitan Life, has received the fol- 
lowing letter from President Wilson. 

My Dear Mr. Fiske: 

May I not express my very great 
appreciation of the work you are 
doing to assist in the purchase of 
the Liberty Bonds among your em- 
ployes and among your _ policy- 
holders? ‘This is practical patriot- 
ism of a very fine sort. 

Cordially and sincerely yours, 

WOODROW WILSON. 

In a letter to employes of the Metro- 
politan Vice-President Fiske amends a 
former subscription offer as follows: 

1. Instead of an initial payment of 
10 per cent to the Company, we will re- 
quire a payment of only $3 on a $50 
Bond, $6 on a $100 Bond, etc., namely, 
6 per cent, such initial payment to be 
made so as to reach this office not later 
than June 11th. The Company will lend 
the ‘balance on the security of the Bond. 

2. The subscriber is to agree to make 
payments to us on the loan at the rate 
of $1 a week for a $50 Bond, $2 a week 
for a $100 Bond, etec., namely, 2 per 
cent. He does not have to complete his 
payments in 1917. 

3. If any of our employes enlist or 
are conscripted, the Company will, if 
desired, take the Bonds off their hands 
and repay the amount they have paid 
in with interest at 3 1-2 per cent. 

4. If any man leave the service of the 
Company for any other cause than en- 
listment, the Company will take over 
his subscription and reimburse him for 
the payments already made, with inter- 
est at 3 1-2 per cent. 


AMICABLE SUBSCRIBES $150,000 

Artemas R. Roberts, president of the 
Amicable Life, of Texas, has sent the 
following wire to the Secretary of the 
Treasury: 

“The Amicable Life Insurance Com- 
pany of this city desires to subscribe 
for $150,000 of Liberty Loan bonds and 
pay full cash in advance. Wire how 
payment shall be made and when bonds 
will be delivered.” 

Thus far the Amicable’s subscription 
is the largest recorded from a single 
institution in Texas. 

The Re-insurance Life Company of 
America has been incorporated at Des 
Moines with $500,000 capital. 


MEET AT EXCELSIOR SPRINGS 


More Than 200 Representatives of 
Equitable Life’s St. Louis District 
Hear Home Office Men 
two hundred 
tives of the Equitable Life Assurance 
Society from the St. Louis district, 
which embraces the State of Missouri, 
Southern Illinois, Southern Iowa and 
Arkansas, met at Excelsior Springs, 
Mo., on June 4, 5 and 6, in annual con- 
vention. A number of officials from 
the home office in New York City were 
present, including Secretary William 
Alexander, Superintendent of Agencies 
William KE. Taylor, Inspector of Agen- 


More than representa- 


cies Leslie C. York and Actuary Robert 
Henderson. Agency Managers W. (G. 
Fatherly, St. Louis; F. N. Croxson, 
Springfield, Ill.; A. M. Embry, Sedalia, 
Mo.; M. A. Nelson, Springfield, Mo.; 
J. KE, Walker, Red Oak, Iowa; A. E. 
Lee, Little Rock, Ark., and Agency 


Secretary R. R. Hale, of St. Louis, had 
charge of the sessions of the meeting. 

The meeting was the culmination of 
a short campaign in which more than 
$2,500,000 of new business was written. 
The St. Louis clearing office is now 
going at a more than a million a month 
gait. 


C. E. GLEESON RESIGNS 
For Eight Years Superintendent of 
Agencies of Cleveland Life 
Insurance Company 


Charles KE. Gleeson has resigned as 
Superintendent of Agencies of the 
Cleveland Life, with which company he 
lias been connected for eight years. 
He has been in the life insurance busi 
ness for the past sixteen years, start 
ing with the New York Life Insurance 
Company, with which company he 
gained the distinction of being one of 
the sixty “Star Producers” in 1904, for 
diamond 


“which he was awarded a 
wedal., 
He was appointed Supervisor of 


Agents of the Cleveland Life in 1909, 
znd was later promoted to Superintend- 
ent of Agencies in charge of the agency 
crganization. On his departure, the 
agency organization presented him with 
a loving cup. 


ROSEN’S $1,500,000 CASE 
H. B. Rosen, of the New York Life, 
has written insurance of $1,500,000 on 
the life of Mortimer Davis, a British 
baronet, who is at the head of the 
British-Imperial Tobacco Co. 





Increase in 


40% 


for Fidelity field men. 
MORE Fidelity insurance. 


Write to-day— 


INCORPORATED 1878 





tells the 1916 story of Fidelity progress. 


Direct leads and the Fidelity “Income for Life” plan are making money 
Any man who can sell life insurance can sell 


Fidelity Mutual Life 


INSURANCE COMPANY, PHILADELPHIA 


Paid New Premiums—that 


WALTER LE MAR TALBOT, President 








Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 
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Teachers’ Insurance and 
Annuity Association 


PLAN OF CARNEGIE FOUNDATION 
ADOPTED BY TRUSTEES 


Maximum Policy $25,000—Teachers’ 
Savings Association to Receive 
Deposits for Annuities 


The plan of insurance and annuities 
for college teachers, prepared by Henry 
S. Pritchett, president of the Carnegie 
Foundation for the Advancement of 
Teaching, and made public in July of 
last year (at which time the main 
scope of the plan was published in The 
Kastern Underwriter), has been adopt- 
ed and the recommendations have been 
sent out to colleges and universities. 
Studied Needs of 4,000 College Pro- 

fessors 

The plan is based upon the results 
of a study of the personal statements 
of some four thousand college teachers. 
The conclusion of the Pritchett report 
was that a contributory system In 
which both teacher and college join so 
constructed that it will not restrict 
migration from one college to another, 
is the only system of retiring annuities 
which is at once socially wise, economi- 
cally sound and permanently secure. In 
other words, the plan is a co-operation 
of the college, the teacher and the Car- 
negie Foundation, as individual col- 
leges cannot undertake the scheme be- 
cause their teaching staffs constitute 
groups too small to maintain with 
safety plans of insurance and annuities, 
nor could the colleges command the 
capital necessary to afford security. 
The endowment of the Carnegie Foun- 
dation is a gift to the teachers of the 


United States, Canada and Newfound- 
land. 
To Be Supervised By Insurance De- 
partment 
The plan in part follows: 


“For legal reasons, no less than for 
convenience, it would be necessary to 
carry on the business of insurance and 
annuities through a sub-agency con- 
trolled by the Foundation, This agency 
might be called the Teachers’ Insur- 
ance and Annuity Association, incorpo- 
rated under the laws of the State of 
New York, with a moderate capital 
stock owned by the Foundation. In 
addition to its. paid up capital there 
must be provided a paid up surplus 
sufficient to ensure complete stability, 
the surplus to be increased from time 
to time as the number of teachers who 
participated grew. Such an agency 
would do a pure insurance and annuity 
business under the direct scrutiny of 
the State of New York Insurance De- 
partment. It would offer only legitim- 
ate insurance including term insurance 
to end at age sixty-five or later, ordi- 
nary life policies, and life policies paid 


up in twenty, twenty-five and thirty 
years. Such policies would seem to 


meet completely the needs of teachers. 
No policy greater than $25,000 would 
be written. It would offer annuities 
under the terms already indicated, 

“For receiving deposits of teachers 
and accumulations toward annuities 
there would be organized a second sub- 
agency, which might be termed the 
Teachers’ Savings Association. The 
sole function of this agency would be 
to receive the payments of colleges and 
of teachers, to invest them in sound 
securities, and to guarantee an interest 
equal to that realized by ordinary con- 
servative trusts like life insurance com- 
panies. Upon the retirement of the 
teacher, the accumulated capital would 
be paid to the insurance and annuity 
association for the purchase of an an- 
nuity. In ease of death before sixty- 
five, the accumulated capital would 
either be returned to the widow of the 
teacher or invested in an annuity un- 
der specified rules. In case of retire- 
ment from the teacher’s calling, the 
accumulated capital would be returned 
with interest at an agreed rate, let 
us say, three and one-half per cent. 


“It is generally agreed 
familiar with the business of life in- 
surance savings that such an agency 
should guarantee four and one-half per 
cent. At the present time and for 
many years to come this rate of in- 
terest is likely to be realized by trust 
funds like those of life insurance com- 
panies. Later, should the current rate 
of interest fall somewhat below this 
figure for a term of years, there would 
seem no better use of trust funds like 
those of the Foundation than to pay 
from its own income such annual sums 
as might be necessary to make good 
the guarantee. If, after a term of 
years, it was evident that the current 
rate of interest was permanently low- 
ered, future policies could be written 
at four and a quarter per cent. of such 
other rate as represented the current 
income of trust funds conservatively 
managed. The object is not to offer 
the teacher an abnormal interest on 
his savings, but simply to secure to 
him the benefit of such income as is 
legitimately obtained by conservative 
investors, and to protect his savings 
against the fluctuations of this rate of 
income due to temporary causes. Only 


by those 


by some such plan can the teacher 
hope to obtain a fair income on his 
savings. He is able to put aside mcgey 


easily only in the form of monthly pay- 
ments. The ordinary commercial ave- 
nues of investment offer to him no 
opportunity for investing his savings 
except at extremely low interest or in 
the way of speculation. To provide 
such an agency by which he may help 
himself is one of the most direct and 
justifiable means of practical relief. 

“This plan is an extension of the 
system which Mr. Carnegie has long 
carried on. It has beer his habit for 
years to take care of the savings of 
employes and of many acquaintances 
of moderate means, guaranteeing them 
a good interest. 

Investments 

“The load which might come from 
such a provision is a small one com- 
pared with the cost of the accrued lia- 
bilities which the Carnegie Foundation 
is at present carrying. For example, 
if deposits accumulated to the extent 
of forty millions of dollars and the 


Insurance and Annuity Association 
realized but four and a quarter per 
cent. on its investments, the cost to 


the Foundation of making up the four 
and one-half per cent. would amount 
to $100,000 a year. 

“The process of investment and re- 
investment would naturally require the 
constant attention of men qualified for 
such duties. It is not realized, per- 
haps, that this duty already falls upon 
those who administer the financial af- 
fairs of the various institutions founc- 
ed by Mr. Carnegie. These institutions 
together hold some two hundred mil- 
lions of dollars of securities, a large 
part of them being in underlying bonds 
of the United States Steel Corpora- 
tion, which under the charter of the 
Steel Corporation are retired in in- 
creasing amounts. This process re- 
quires each year the re-investment of 
large sums of money. Through the 
members of its own board and through 
those closely associated with it there 
is available to the trustees of these 
institutions the best financial advice of 
the country. The investment of a large 
sum and its re-investment does not, 
therefore, present a financial prablem 
different from that with which the 
trustees are already dealing. 

“The financial load upon the Founda- 
tion would be of the following nature: 
first the cost of administration, includ- 
ing the two sub-agencies, if not sup- 
ported by their own surplus. It would 
undertake to carry the cost of the in- 
validity pension in the case of all 
teachers having insurance and annuity 
contracts, and it would doubtless be 
called upon to carry some load in con- 
nection with the cost of the pensions 
of widows, although that load under 
actuarial computation is found to be a 
small one. It would pay taxes on the 
insurance premiums and guarantee a 
good rate of interest on accumulations.” 
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An old, well established, progressive’ 


Address, stating qualifications: 
PHILADELPHIA, care of 


sylvania. 





A COOD OPENING 


dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 


life insurance company, with unexcelled 


The Eastern Underwriter 
105 William St., New York City 





ISSUES FIRST WAR PERMIT 


Member of American Ambulance Corps 
Gets Document From Phoenix 
Mutual Life 


The first war permit for service 
abroad has just been issued by the 
Phoenix Mutual Life. The insured is 


going abroad very soon to engage in 
ambulance work. 

‘When war was with Ger- 
many the Phoenix Mutual immediately 
annulled all restrictions regarding mili 
tary and naval service in policies issued 
previous to that date, giving the policy- 
holders the right to engage in any capa 
city in the service of the United States. 
The policy upon which the first war per- 
mit has just been issued by the Com- 
pany is one taken out subsequent to the 
declaration of war and provides for an 
extra premium to engage in war service 
outside the United States only during 
the first two years of the policy. 


declared 


NEW TRAVELERS GROUPS 


The Henry & Wright 
Company of Hartford, makers of auto- 


matic drill presses, have made a con- 
tract with The Travelers Insurance 
Company to provide $1,000 life insur 
ance on the group plan for all their em 
ployes. More than one hundred men 
profit by this at the outset, and many 
more will be included when they have 
completed three months’ service with 
the firm. ‘The plan went into effect on 
June ist. The certificates will contain 
the usual disability clause. 

Four Travelers group cases in Cincin- 
nati are the Boye & Emmes Machine 
Tool Co., for 250 employes, each insur 
ance for an amount equal to one year’s 
wage, after employment of 60 days 
This is one of the best known machine 
tool concerns in the United States. 


Manufacturing 


The Krohn-Fechheimer Co., shoe 
manufacturers, for a total of 910 em 
ployes. Each employe is insured on 
completion of one year’s service tor 


$200, on completion of two years’ serv 
ice for $500, increasing by $100 for each 
succeeding year until a maximum of $1, 
(00 is reached. This plan is retroactive. 

The Julian & Kokenge Co., also manu- 
facturers of fine shoes, 675 employes 
affected; $500 on all employes of two 
years’ service, increasing by $100 per 
annum until a maximum of $1,000 is 
reached. 

The Krippendorf & Dittman Co., also 
shoe manufacturers; 1,200 employes af- 
fected. After one year of service, $250, 
after 2 years, $500, increasing there- 
after by $100 to a maximum. 





Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 


pects. Gives you a chance to earn 
more money than you are now 
making. 


Our Life Insurance Contracts con- 
tain the most to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a less 
cost than regular casualty com- 
panies. Our agency contrects are 
as liberal as can be made. 


WRITE AND WE WILL _ TELL 
YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company 
of Pittsburgh 


FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 











GREATEST 


ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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TEN COMMANDMENTS 


Used By Milwaukee Agency of Penn 
Mutual Life—Wisdom Nuggets 
Epitomized 


Ten commandments, written by the 
head of the agency of the Milwaukee 
Penn Mutual Life, epitomize a great 
deal of life insurance wisdom. The 
Penn Mutual’s “News Letter,” gives 
Paul H. Kremer credit: 

Ist. Take a day off and map out 
your campaign, putting everything in- 
to concrete shape—separating' the 
wheat from the chaff. 

2d. Don’t waste time on impossible 
cases—there are many “dead ones” 
(who are not in cemeteries) on whom 
the time spent is worse than wasted. 


3d. While working on the closing of 
old prospects do not neglect the mak- 
ing of new prospects, otherwise you 
will soon come to the end of the rope. 

4th. Do not depend on occasional 
spurts to make your quota, One ap- 
plication a week is better than four a 
month in a bunch. It keeps you in a 
better condition mentally to have a 
steady business, than to be in high 
spirits for four days and have the blues 
for the rest of the twenty-seven days. 

5th. Have the interests of your pros- 
pect at heart and do not let the amount 


of the commission enter into your 
thoughts. 
6th. Do not invite competition by 


making unnecessary statements about 
cur Company or its policies. 

7th. Sell your prospect what he 
wants, and not what you want him to 
have. 

8th. Be brief, punctual 
appointments and lead your 
on to do most of the talking. 

9th. Make no rash promises, and 
make no statements which the Com- 
pany cannot live up to. You will never 
write a policyholder for additional in- 
surance if you do, 

10th. Make your prospect's interests 
your own. A satisfied policyholder is 
a valuable asset. 


in keeping 
prospect 


WHO KNOWS ABOUT THIS? 

Editor The Eastern Underwriter: Iam 
seeking information on the following: 
The writer has been appointed admin- 
istrator of the estate of a Mr. George 
K, Montgomery who died in the latter 
part of February 1917, age about 69 
years, and it has been brought to my 
attention that a number of years ago 
this (Mr. Montgomery had an insurance 
policy which was either paid in full, 
or if not paid in full, a policy that was 
changed into a paid-up policy. 

This insurance policy I am informed 
was afterwards pledged and given as 
collateral security for a loan either to 
the company that issued it, or some pri- 
vate individual. Before closing Mr. 
Montgomery’s estate I would like if pos- 
sible to find out if there is, in your 
opinion, any way of reaching the com- 
pany that issued this insurance, and 
was informed that by writing you pos- 
sibly you could enlighten me. The gen- 
tleman who directed me to write you 
stated that he thought that your publi- 
cation reached all of the Life Insur- 
ance Companies and that they were con- 
tinually seeking out old and lost policy- 
holders and doubtless if this is a fact 
they may be possibly looking for this 
Mr. Montgomery. 

JOHN DUNLOP, Hartford. 





ROGERS & ASHE WRITE GROUP 

Rogers & Ashe, Inc., have just writ- 
ten a group life policy through the 
Travelers on the employes of D. H. 
Burrell & Co., in its Little Falls, N. Y., 
Rome, N. Y., and Brockville, Canada, 
plants, covering life, health and acci- 
dent. The life policies range from $1,- 
000 to $1,500, according to term of 
service, and the health and accident 
— carry $5 weekly indemnity 
each. 


WAR TAX PROVISOS 


Senate Finance Committee Agrees on 
Terms for Taxing Profits and 


Dividends 
The United States Senate Finance 
Committee has made some _ radical 


changes in the income tax section of 
the war revenue bill. The _ principal 
changes are: 

Stock dividends, the committee pro- 
poses, shall be taxed the amount of 
carnings or profits so distributed in 
accordance with the present Treasury 
Department practice. 

To prevent double income taxation 
of corporation profits it was decided 
to exempt from taxation income re- 
ceived by a holding or other corpora- 
tion from another corporation upon 
which the income tax has once been 
paid. 

The committee plans to settle the 
rate on excess profits, with an increase 
from the House rate of 16 per cent. 
to at least 20 per cent. 





Joseph A. Richards on 


Insurance Advertising 
(Continued from page 5) 

ut I learned that he 
largest individual writers of insurance 
in the city. Men, your stationery ought 
to breathe the dignity of your business 
and it is a shame for you to use the 
stuff your companies hand out to you 
unless it is much better than most that 
| have seen, 

Did it ever occur to you that you 
were in business for yourself and that 
you could develop an individuality as 
valuable to you as that of any mer- 
chant or manufacturer in your com- 
munity? 

Don’t use blotters, for pity’s sake find 
some other medium of conveying your 
business news to the people you want 
to reach and influence. “Why?” Just 
because blotters have been used and 
ebused until there seems to be no new 
way of making them tell your worth- 
while story. 

“Calendars?” Well, most men use 
them because they are putting so little 
thought upon their advertising that 
they find a calendar a conveniently lazy 
way of quieting their advertising con- 
ecience, 

Permit me again to refer to the fact 
that with the commissions that you men 
now enjoy, and with the disposition 
which I trust some of you have to be 
true merchants of life insurance, and 
with the willingness to put capital into 
business, you ought to be able to adver- 
tise so that you will have a good will 
and a business which will not only im- 
press your community, -but will com- 
isand the respect of the companies with 
which you do business. 

In fact, I am hatching a scheme for 
© great use of advertising which I be- 
lieve will make some enterprising agent 
rich. However, any discussion of such 
a thing is not in place here. 


Too Much Emphasis on Bigness and 
Greatness 

Finally, let me urge you agents, in- 
dividually and collectively, to put this 
whole question of advertising life insur- 
ance up to your companies where it 
belongs, remembering that it should be 
advertising of life insurance and the 
uttractive features of policies and not 
the bigness or greatness of the com- 
panies writing them. Also remember- 
ing that advertising of insurance should 
he done by advertising men who do not 
breathe the insurance-laden atmosphere 
o* their companies, but the common air 
of the people whom you want to insure 
and with these friendly thrusts and 
these well-meant words of constructive 
suggestion I bid you Godspeed in the 
conduct of one of the greatest unselfish- 
ly selfish business enterprises on which 
the Lord ever smiled. 


was one of the 





THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 














INSURANCE COM 


WILLIAM N. COMPTON, 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, N. Y. 


General Agent 








OLDEST, 
Southern Life 


Assets 
Liabilities 
Capital and Surplus 
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ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


LARGEST STRONGEST 
Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 - 
| - a 31, 1916: 





Feamrance I Peres ccccccccccccsccoscccccsesccccsccccccvcccecccccscccsccoccocece " 118,349,212.00 
Payments to Policyholders since Organization o00eu bksedeepeneewetonvesdenssensees 18,119,172.50 
Is Paying its Policyholders OVeT........ccec.c.ssecccessssesccnecsescees $1,300,000.00 ‘annually 


GOOD TERRITORY FOR LIVE AGENTS 





THREE $1,000,000 MONTHS 


In closing the month of May with a 
total of $1,023,650 business, covering 
295 lives (paid-for basis) gives Johnston 
& Clark, Detroit, (Mutual Benefit) 
three consecutive months,—March, April 


and \May,—when their paid-for record 
has exceeded a million dollars per 
month,—a record never before’ ap: 


proached by any agency or any com. 
pany in Michigan. March record was 
$32 lives for $1,156,100; April, 342 lives 
for $1,069,225; and May, 295 lives for 
$1,028,650. 

Monroe Rosenfield and Pierre in the 
West were the star producers of the 
agency. Martin H. ‘pater, of this 
agency, has passed the examination for 
the Officers’ Reserve Corps, Fort 
Sheridan. 


BUYS COLUMBIA LIFE 


The New World Life Insurance Com- 
pany of Spokane, Wash., has just pur- 
chased the assets and business of the 
Columbia Life & Trust Co., of Portland, 
Ore. As a result the New World Life 
will be in possession of assets aggre- 
gating $2,686,000 and insurance in force 
ot more than $16,000,000. The finan- 
cial statement of the New World Life 
issued on December 31st last showed 
assets of $1,910,920. 

The business of the New World Life 
will be managed by the present officers 
without change, Mr. Cadigan continuing 
as president, Thomas A. E. Lally as 
vice-president and general counsel, Ed- 
ward J. O’Shea, secretary-treasurer, J. 
Y. Fordyce, agency manager, R, . 
Burton, actuary and Dr. H. B. Luhn, 
medical director. 


The offices will be maintained in the 
Stevens Building, Portland, with M. M 
Johnson former secretary in charge. 
Joseph H. Gray, formerly agent super- 
visor of the Columbia Company will 
take the same office for the amalga- 
mated concerns. 








Build YourOwn Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 














Founded 1865 | 


The PROVIDENT 


Life and Trust Company 


OF PHILADELPHIA, PA. 


What do most men fear? 
An insufficient income for 
their wives and children 
if they die, and for their 
own old age if they live. 

WE WILL INSURE - THE 

INCOME IN EITHER EVENT. 


Write for Information 














W. J. WILLIAMS, President 


TUCKY, MICHIGAN, 





THE WESTERN AND SOUTHERN LIFE INS. CO. 


The Largest Industrial Company West of The Alleghenies 


Also Issues All Standard Forms of Ordinary $500 to $10,000 
Organized 1888 


COMPARATIVE RECORD—SEVEN YEAR PERIODS 


Assets Tusurance in Force Income Policies Issued 
Tec, 31, -_ $ aren, 7 apie 1889-1895 $ 1,085,087 
1902 87 6 007 22°374'980 1896-1902 3,930,883 638,659 
1909 4,867,379 44,780,907 1903-1909 11,312,912 839,426 
1916 11,943,640 104,989,362 1910-1916 22,670,340 1,426,752 


AGENTS WANTED IN THE PRINCIPAL CITIES OF OHIO, KEN- 
INDIANA, WEST 
PENNSYLVANIA 


CINCINNATI, OHIO 


VIRGINIA and WESTERN 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





— 
ee 








Choosing a vocation 
is no longer the 
haphazard matter it 
once was if Vocation 
Counsellor Holmes 


The Science of 
Choosing a 
Vocation 


W. Merton’s advice is to be followed 
by the present generation of life’s 
debutants. 


In his treatise on “How to Choose a 
Vocation” he has happily reduced the 
whole troublesome business to a scien- 
tific basis, says the “New York Evening 
Post” in an editorial. Continuing its 
observations that paper says: Hither- 
to a young man adopted a calling in 
the same way that he elected his 
political party. Sometimes it was in- 
herited; less often a matter of super- 
ficial acquaintance, a kind of hasty 
elopement. The college graduate, un- 
tethered at just about this season of 
the year, by his alma mater into the 
sweet pasturage of life, often failed to 
distinguish between the clover and the 
thistle. He frequently had no better 
reason for choosing to be a surgeon 
than his ability to carve a welsh rab- 
bit. In this connection the famous 
motive announced by an ambitious 
though urban-minded mother for mak- 
ing her son study the fiddle instead of 
the piano, that a fiddle was so much 


less bother when you were moving, 
comes crowding into the reflecting 
mind. 

Now our Vocation Counsellor has 


changed all that. He not only points 
out the way by following which every 
round peg and every square peg can 
find its fitting berth. That, of course, 
is a comparatively simple affair; if you 
are really round or square, you are 
easily oriented. But how if you are 
elliptical, or parabolic, or hyperbolic, 
or are an ameceba peg of constantly 
shifting values and nuances? The 
Counsellor has found a system for tak- 
ing your measure and fitting you with 
a calling-suit even in that event. He 
has classified all life’s possibilities ac- 
cording to the qualities demanded in 
pursuing them. And when you come 
to lay out your future, instead of say- 
ing to yourself, for instance, “I always 
did like pickles and caviare” when de- 
ciding to be the proprietor of an epice- 
rie, you turn to page 181 of Merton 
and see that you must ask yourself: 
“Have I the Dominant quality of busi- 
ness ability and the Subdominant of 
taste and smell?” If you want to be 
a Michelangelo, a horseshoer, or a 
taxidermist, you must ask yourself: 


“Have I the Form ability?” The Sub- 
dominant requisites vary; prospective 
Phidiases need, in addition to very 


large Form ability, Construction-imagi- 
nation, Intuition, and Dexterity. The 
horseshoer, strange to relate, in addi- 
tion to experience in handling horses, 
requires mobility and caution-vigilance, 
these latter especially if engaged in 
shoeing army mules. And so on all 
along down the line, the psychology of 
vocation choosing has been worked out 
with the utmost accuracy. Any college 
graduate who is willing to take half 
an hour off can locate himself for the 
rest of his life. 

Moreover, the Vocation Counsellor’s 
system, like poor Yorick, is full of in- 
finite variety. It is not open to the 
objection of being limited in scope, as 
is the list from which a young man has 
usually to choose, Medicine, Law, the 
Clergy, and Business. The Counsel- 
lor’s list appears to be much more like 
the switchboard of one of our great 
telephone centrals, with an endless va- 
riety of openings. He has professions 
and pursuits and sub-pursuits never 
before catalogued, such as_ Router, 
Throwster, Puller-over, Whizzer, Flan- 








ger, Baster, Clicker, Fakir, Shank- 
fakir, Heel-slugger, and Cuffer, all re- 
spectable professions, he assures us, in 
which any nice young chap can engage 
without having to deceive the old folks 
at home. 

Nor do you have to make any irre- 
vocable decision at the very threshold 
of your bright career, as did the old- 


fashioned young man, who often found _ 


out too late that he had made a fatal 
mistake and that a talent for carving a 
duck without landing the dressing in his 
neighbor’s lap did not necessarily open 
up the prospects of a Carrel to him. Un- 
der each classification of vocations, 
grouped according to their respective 
Dominant Abilities, there is a great 
choice and an infinite downward grada- 
tion of opportunities. If you have rea- 
son as your Dominant ability, you are 
not committed to being a Vocation 
Counsellor, a Social Welfare Worker, 
an Ethician, a Cytologist, or a Diplomat 
all your life long, on pain of being 
torn up by the roots, if you find your- 
self a misfit, and try to transplant into 
a more congenial way of life. If you 
have chosen to be a Gnosologist, and 
then tire of Gnosologizing, you can, by 
invisible gradations, exercising your 
Reasoning ability all the time, descend 
to being a Lawyer, a Dietician, an Al- 
gologist, a Filler-in (an ideal versa- 
tile calling surely), a Smasher-piecer, 
a ‘Burer-speckler, a Dry-killman, a Fox- 
ing cutter, or a Dinker. If you have 
Color ability, and after having tried to 
be a Whistler, a Rubens, or a War-cor- 
respondent have decided the business 
is uncongenial, then you can still, stay- 
ing ‘within your Color ability class, 
shift to Wall-paper designer, Bunting- 
draper, a Sponger, a Hand-machine 
Kettler, a Saturator, or Liquor man 
(in these days of prohibition an arid 
outlook), a Patch dyer, or a Madder. 
With Attention as Dominant ability 
you can volplane from being an aviator 
to being a Chauffeur, a Ballplayer, a 
Poultryman, an Advertising Agent, and 
then, by speedy descents, to being a 
Quiller, a Slasherman, a Reeler, and a 
Congenial Squeezer. 

A few branches have been omitted 
iu the Vocation Counsellor’s otherwise 
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Metropolitan Life Insurance Company 
Home Office Building 





THE 
METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


Of the People 
The Company By the People 
For the People 


The Daily Average of the Company's 
Business during 1916 was: 


701 per day in Number of Claims Paid. 


8,304 per day in Number of Policies 
Issued and Revived. 


$1,969,823 per day in New Insurance 
Issued, Revived and Increased. 

$376,827.40 per day in Payments to 
Policyholders and Addition to 
Reserve. 


$220,509.26 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








comprehensive list of several thousand, 
however. There is the calling of Cen- 
sor, which requires the Dominant abil- 
ity of Nerve, with the Subdominants of 
Critical ability and a sense of humor. 
Possibly, this combination is impossi- 
ble to find in any one man, and there- 
fore this calling is not mentioned. But 
the most glaring omission is one of the 
most popular careers the country has 
now to offer the young man, and one 
which more than tem million of our 
young men have just decided to choose, 
thus making it the profession with 
the greatest membership—a profession 
which demands the Dominant ability of 
Patriotism and the Subdominant of 
courage. 

ENLARGES ITS SANITARIUM 

The (Metropolitan Life Insurance Com- 
pany has made extensive additions to 
the tuberculosis sanitarium at Mt. Mc- 
Gregor, IN. Y. 

The Aetna Life Club held a theater 
party at Parson’s Theater in Hartford 
on June 4. About 1,200 attended. The 
performance given was “Sari.” 





Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘“‘oldest company in America 
mean certain success for you. 


9” 








For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 








SUBSTITUTE FOR PENSIONS 


Arthur Richmond Marsh Skeptical of 
Government Insurance Proposition 
—What Insurance Can't Prevent 


In discussing the Sweet government 
Insurance on soldiers and sailors prop 
osition, Arthur Richmond Marsh, in the 
“Economic World,” said this week: 

“A deeper question, 
whether the policy is in itself sound 
and practicable to up at the be 
ginning of the war a substitute for the 
pension system, upon the assumption 
that this substitute will replace at once 
and for all time the traditional prac 
tice of modern governments in dealing 
with the victims of war or their de 
pendents. We confess that we have 
the most serious doubts about the ad 
vantages of this undertaking. None 
yields to us in detestation of the gross 
abuses of the pension system 
have known in this country 
questionably been a veritable running 
sore in our body politic, spreading cor 
ruption in all directions. Yet from such 
study as we have been able to give the 


however, is 


set 


as we 
It has un 


subject, at home and abroad, we have 
been with not a little reluctance 
brought to the conclusion that in itself 
the pension system affords far and 
away the best means a nation can 
adopt for the adequate provision of 
compensation for those of its citizens 
who sacrifice their lives or health in 
fight'ng its battles. And there is this 
to be remembered besides, that we are 
certain to have a pension system in 


any case. No scheme of insurance can 
prevent this because long after the war 
is over dependents of the dead and 
claimants for benefits on account of 
injuries will continue to appear, assert 
ing that the insurance did not cover 
their case; and the politicians will not 
deny them.” 


PRUDENTIAL AGENTS MEET 

Three hundred members of the Pru 
dential Insurance Company's $100,000 
|.eague heard Vice-President Edward D 
Duffield speak at Atlantic City on the 
cause of the United States entering the 
war. He declared that Wall Street, 
generally accused, had nothing what 
ever to do with our entry into the world 
war. Incidentally, he mentioned the 
gratifying fact that reports showed a 
gain of $47,964,000 in new business over 
the figures reported at last year’s meet 
ing. 
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INSURANCE POR TEACHERS 

The report of “A Comprehensive Plan 
of Insurance and Annuities for College 
Teachers,” by Henry &. Pritchett, presi- 
dent of the Carnegie Foundation for 
the Advancement of Teaching, present- 
ea to colleges and universities, goes ex- 
tensively into the insurance needs of 
the college teachers and frankly states 
that no system of relief involving pen- 
sions has ever proven satisfactory to 
those who are directly interested. It 
points out in detail the weakness of the 
existing pension system of the Founda- 
tion and the need for insurance. 

The report also shows that in propor- 
tion to their incomes college professors 
have been consistent and large patrons 
ol insurance, In the seventy-three col- 
leges associated with the Carnegie 
Foundation the typical salaries attained 
at various ages are as follows: instruc- 
ter, age 30, salary, $1,400; junior pro- 
fessor, age 35, salary, $2,000; professor, 
uge 40-45, salary, $3,000. 

Inquiries show that among teachers 
in small colleges a common form of 
investment is the purchase of a home 
accomplished by gradual payments, In- 
dividual teachers invest in all the vary- 
ing enterprises that attract other in- 
vestors, including speculative ones, but 
the most common form of investment is 
insurance, The average teacher spends 
obout 5 per cent. of his income on some 
‘orm of insurance, 

To ascertain the practice of Ameri- 
can college teachers in the matter of 
insurance and to obtain also. their 
wishes with regard to it,:a letter was 
sent, in December, 1914, by the presi- 
dent of the Foundation, to each one of 
tue five thousand teachers in the univer- 
sities, colleges, and technical schools 
arsociated with the Foundation, asking 
the co-operation of these teachers in 
ascertaining the facts concerning the 
varticipation of teachers in insurance 
und their wishes and needs with regard 
to it. Replies were obtained from some 
5,500 teachers, or about 70 per cent. of 
those to whom inquiries had been sent. 
Some anxiety was felt lest this 70 per 
cent. of answers was not representative 
cf the whole number of teachers in- 
volved, but by taking up studies of par- 
ticular colleges it was ascertained that 
those who failed to answer were on 
the whole representative of the major- 
ity. They were not made up, as was 


at first suspected, mainly of those who 
had no insurance. Some had _ insur- 
ance and did not desire more; some 
had no insurance at all; some did not 
care to reply to a letter of inquiry for 
cne reason or another. On the whole, 
the majority which did reply seems to 
he thoroughly representative. 

The summarized experience of these 
2.500 teachers in institutions scattered 
throughout the United States is shown 
in the following table: 


Insur- Annual 


Age Salary ance cost 
Instructor ....++-- 0) $1400 $2000 $ & 
Junior Professor..35 2000 3000 100 
PEOLERBOS ov ccsccens 1-45 S000 5000 150 


The first salient fact is that a consid- 
erable proportion, nearly 20 per cent. 
of teachers, carry no insurance at all. 
this proportion is larger naturally 
among the younger teachers. Wighty- 
six per cent. of full professors have in- 
surance in some amount, while only 78 
per cent, of instructors have insurance. 
Omitting women teachers, who con- 
stitute about one-twelfth of the whole 
rumber, 93 per cent. of full professors 
are married or are widowers’ with 
children; 87 per cent. of intermediate 
professors and 70 per cent, of instruc- 
tors are married, 

The number of children in the fam- 
lies of full professors varies from zero 
to ten, but the typical family has three 
children. In the Western States the 
typical family is somewhat larger, that 
of New England somewhat smaller, 
than the normal. The number of chil- 
dren in the families of intermediate 
professors varies from zero to eight, and 
the typical family includes two children 
with also a tendency to larger families 
in the West. The number of children 
in the families of instructors varies 
from zero to six, and the typical in- 
structor’s family contains one child. 

Characterizing the whole group of col- 
liege teachers by a single statement, it 
may be said that the typical teacher’s 
family consists of himself and wife and 
two or three children. In addition it is 
not infrequent that there are other de- 
pendents who look to the teacher for 
support, 

Of one thousand teachers carrying 
1,044 policies, it was found that 455 en- 
dowment policies were taken out, 411 
limited payment life policies, 268 ordi- 
nary life policies, 100 term insurance 
} olicies, and the remainder were scat- 
tered between fraternal orders, acci- 
dent, tontine policies and other offer- 
ings of insurance companies and _ fra- 
ternal orders. Inj other words, the 
teacher has used insurance partly as an 
investment rather than solely for its 
principal purpose. 

One reason is given by teachers for 
preferring insurance to any other form 
of investment, and this reason has much 
to do with the fact that teachers have 
invested their savings to such a large 
extent in insurance. Many teachers 
write that they have taken out endow- 
ment policies for the reason that this 
involves an obligation for a regularly 
recurring payment either annually or 
semi-annually. The teacher thus places 
himself under an obligation which he 
cannot well avoid. Without this definite 
fixed obligation a large proportion of 
teachers find that they would make no 
Saving from income whatever. It seems 
clear from the tenor of many of these 




















THE HUMAN SIDE OF INSURANCE 























H. K. REMINGTON 


Harold K, Remington, who has been 
ippointed manager of the Philadelphia 
branch office of the Aetna Life and its 
affiliated companies succeeding John §. 
Turn, now manager in New York, was 
formerly manager of the Aetna Life 
in a territory embracing Western 
Massachusetts, Vermont and part of 
New Hampshire. Mr. Remington is an- 
other exhibit of the fact that the city 
of Hartford is a mighty good training 
school for underwriters and producers. 
He was reared there and after gradu- 
etion from school became a mail clerk 
for the Aetna Life. He became identi- 
fied with the liability department and 
Was made private secretary to Walter 
l'axon, vice-president. Mr. Remington 
has made good in every job, and is a 
representative in all respects of the 
kind of insurance men turned out 
through Aetna Life training of the 
combination of underwriter and _ pro- 
ducer. 

Assisting Mr. Remington in the Aetna 
Life office at Philadelphia are: John 
Tl. Horton, assistant to manager; 
George D, Weaver, surety department; 
William T. Govert, brokerage depart- 
inent; Chas. W. Stockwell and Samuel 
Shuttleworth, policy department; C. 
thepard, automobile; H. I. Jackson, 
burglary and plate glass; H. I. Jackson, 
M. Graham Miller and R. V. Mosley, 
accident and health branch; Frank O. 
Beitel and Stanley W. Cowman, general 
fire lines; W. L. Lown, marine depart- 
ment; M. T. Slade, C. K. Horn, and F, 


s%. Compton, accounts department; Wm. 


Barnard, special agent; O. M. Bosby- 
shell, L. B. Merrifield and EK. V. Attick, 
claim department; O. F. Parlee, inspec- 
tion division; O. J. Axtmann, schedule 
rating division; George T. Barbor, pay- 
10ll auditor, and Gordon Scott, uptown 
service office at 712 Widener Building. 
* oe * 


Morgan B. Brainard, vice-president of 
the Aetna Life, is in Newfoundland on 
a salmon fishing trip. 


‘etters that the use of insurance as an 
investment, and, particularly the prefer- 
ence for endowment insurance, is in 
ho small measure due to the fact that 
this form of investment provides a 
means by which the teacher is not 
called upon for a large payment at one 
time, but under which he accepts an 
arrangement which compels him at 
regularly recurring intervals to set 
aside a part of his income which other- 
wise would not be saved at all. 














Miss H. E. Gass, who for a number 
of years was associated with Platt & 
Farnum in their automobile depart- 
ment, has severed her relations with 
that firm and joined the Germania Fire 
family as assistant to Upton Beal, 
special agent of the Germania’s auto- 
mobile insurance department. Miss 
Gass will confine her duties particularly 
to matters arising in the metropolitan 
department. 

+ * a” 

Colonel Fred W. Fleming, chairman 
cf the board of the Kansas City Life 
Insurance Company, received the fol- 
towing letter from R. W. Woolley, di- 
vector of publicity of the Liberty Loan, 
of Washington, D. C.: 

Dear Colonel Fleming: I have 
just read the excellent advertise- 
ment of the Liberty Loan bonds 
which your company had published 
in the Kansas City “Journal,” Fri- 
day, May 25, and beg to congratu- 
late you upon this splendid service. 

It is the best advertisement |! 
have seen and is certain to do a 
tremendous amount of good. R. 
W. WOOLLEY, Director of Public- 
ity, Liberty Loan of 1917. 

The advertisement was written by 
Colonel Fleming. 

* a J 

R. M. Simons, general agent of thé 
Hlome Life of New York, at 115 Broad- 
way, New York City, enjoys the dis- 
tinction of being the first in six counts 
in the list of general agents of that 
company for May. He ranks first in 
amount of insurance produced in May; 
«iso, for the first five months of 1917. 
He also ranks first in the amount of 
rremiums produced in May and for 
the first five months of 1917. The fore- 
roing refers to settled business for 
veneral agencies. He also leads for 
personal productions of general agents 
for the month of May and for the first 
five months of 1917. 

* ca ” 

William C. De Witt, former president 
of the Kingston (IN. Y.) Board of Edu- 
cation, and head of the insurance busi- 
ness in that city bearing his name, has 
been appointed postmaster of Kingston, 
to succeed the late S. R. Deyo. Mr. De 
Witt’s bond was furnished by the Massa- 
chusetts Bonding & Insurance Company, 
after he had been unanimously indorsed 
for the Federal appointment by the busi- 
ness men of the city. 

om . a 

John R. Hegeman, president of the 
Metropolitan Life, has entered upon the 
48th year of his service with the Met- 
ropolitan. The report of the State In- 
surance Department gives a list of all 
the companies of the United States 
doing business in New York. The dean 
of the life insurance presidents—the 
oldest in point of service—among this 
number, is the president of the Metro- 
politan. 

* * a 

Sidney N. Moon, at one time a dis- 
tinguished figure in the casualty world, 
numbering his friends by the hundred, 
died in London recently. 


HOPPIN PROMOTED BY AETNA 





Made Assistant Superintendent of Lia- 
bility Department of New York 
Office of Company 
C. P. Hoppin has been made assistant 
superintendent of the liability depart- 
ment of the New York office of the 
Aetna. Mr. Hoppin has been in the 
New York office since 1906, of late as a 
liability underwriter previous to which 
he was head payroll auditor. Before 


going with the Aetna, he was manager 
of the liability department of the Ocean. 
He joined the underwriting department 
of the Fidelity & Casualty in 1896. 
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LESSEE WINS SUIT 


American Insurance Company Must 
Pay Damages Despite Abroga- 
tion of Lease 


In Kahn et al, vs. American Insur- 
ence Company, decided May 18, 1917 by 
supreme Court of Minnesota, we find 
that Kahn, the lessee, bought a policy 
in Minnesota standard form, containing 
the following provisions: 


This insurance is to indemnify 
the insured named herein against 
loss to the leasehold interest in 


under the terms of 

lease entered into be- 
tween the Schneider Realty Com- 
pany (a corporation) and the in- 
sured herein. 

In case of loss whereby the above 
referred to lease is vitiated, this 
company agrees to pay to said in- 
sured the whole amount of this pol- 
icy of insurance less one forty-sec- 
ond part of said policy for each 
month that has elapsed from date 
of issuance of this policy to the 
date of the occurrence of any loss. 

In the event, however, of any 
loss whereby said lease is not im- 
paired then this company shall not 
be liable to said insured for any 
amount whatever. 

At the time Kahn took out his insur- 
ance, the Schneider Realty Company, 
from whom he leased, and Kahn had a 
lease for the property in question, 
“Which contained the following  pro- 
vision: 

Provided also 


said property 
the certain 


that in case the 
premises or any part thereof or 
any part of the building of the 
lessor of which they form a part, 
shall be taken for any street or 
other public use, or shall, during 
this lease, be destroyed or damaged 
by fire, or other unavoidable cas- 
ualty, or by the action of the city 
or other authorities, then this lease 
and the term demised shall ter- 
minate at the election of the lessor. 

After the fire, the lessor terminated 
the lease and later settled with Kahn, 
who filed suit on his policy. 

The insurance company set up as 
their defense the settlement by the 
Kealty Company with Kahn, but the 
court held that the fact that Kahn settled 
with the Realty Company is no concern 
o! the insurance company; that Kahn 
had a valuable insurable interest in the 
leasehold and that the insurance com- 
pany undertook to insure the same 
vgainst loss and have no right to resort 
to the settlement between Kahn and 
the Realty Company to escape liability 
con the policies. There being no ex- 
emption in the policies, the insurers’ 
liability to the amounts specified in the 
policies attached immediately upon the 
cecurrence of the loss and the loss oc- 


WOMAN MAP CLERK 


Miss Anna H. Wolfram Takes Up New 
Duties in Office of Fred S. 
James & Co. 


One of the hardest tasks in under- 
writing offices of New York City—and 
elsewhere, of course—is to recruit and 
maintain a clerical force, and, with the 
draft in sight, the future does not look 
rarticularly encouraging for improve- 
ment of this situation. Furthermore, 
boys and young men in the William 
Street district are constructing visions 
of their own importance which do not 
coincide with the ideas of the office 
nanagers. In several offices girls are 
leing substituted for positions former- 
ly held by men or boys. 


The first woman map clerk in Wil- 
iiam Street began her new duties this 
week. She is Miss Anna H. Wolfram, 


of Fred 8S. James & Co. Miss Wolfram 
Legan with the United States Fidelity 
& Guarantee as a file clerk. She went 
with Fred S. James & Co. in a clerical 


capacity and has just been made as- 
sistant map clerk. She does not find 
any difficulty in lifting maps, the 


weight of which has heretofore been 
regarded as a handicap for the job. 


THREE MONTHS FOR SCOTT 


Former Prosperous Appearing Marine 
Insurance Swindler Looked Like 
Hobo When Arrested 


Forsaken by former associates, and 
“broke” financially and in health, James 
Burton Scott, originator of one of the 
cleverest and most unique frauds in 
this country, pleaded guilty to misuse 
of the mails, and was sentenced to 
three months in the Doylestown jail, 
and fined $1,000 by Judge Dickinson in 
the Federal Court, Philadelphia. 

Five years ago, when he was arrest- 
ed for swindling ship owners in this 
country by representing that he was 
agent for Lloyd's, Scott had the appear- 
ance of a _ prosperous’ broker. Last 
week he wore a cheap dark suit, his 
hair was*shaggy and his thick stubby 
beard was of several days’ growth. 

Scott is said to have extensive min- 
ing interests in the West, but since his 
arrest last April, his supposed friends 
have been taking advantage of his in- 
carceration in jail, and are believed to 
be in possession of his property. 

After his indictment in June, 1912, 
Scott left the city and forfeited $7 500 
bail. 


curred, in this case, upon the legal 
termination of the lease. The Realty 
Company had a right to and did legally 
terminate the lease after the loss; 
therefore, Kahn should recover. 
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“Agents Everywhere” 





NIAGARA FIRE INSURANCE COMPANY 


announces the removal of its Western Department from Ct icago 


to the New York Office as of June I. 


ESTABLISHED 1850 





123 William Street, NEW YORK 


bi TORNADO 
AUTOMOBILE 
RENTS 
SPRINKLER LEAKAGE 
EXPLOSION 
»; FULL WAR COVER 
*“ LEASEHOLD 





Use and Occupancy, Profits, 


Commissions —- All Forms 











FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital . js 


Liabilities (Except Capital) 
Surplus to Policyholders ° 


Statement January 1, 1917 


Assets * - . 


, . $1,000,000.00 
’ 2,748,832.19 
: ' 1,039,977.81 
. 1,708,854.38 











AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE AETNA CASUALTY & SURETY CO. 











PASS FULL VALUATION BILL 

Madison, Wis., Without 
amendment the senate passed the Car- 
penter full 
which provides that the amount of in- 
surance stated in the policy shall be 
tuken as a true value of the property 
when insured, The senate rejected all 
proposed amendments. The bill now 
£0es to the governor in its original form. 
In effect, it is a repeal of an insurance 
law enacted by the 1915 session of the 
legislature. 


June 12. 


valuation insurance _ bill, 


MULTIPLE AGENCY HEARING 

Insurance Commissioner L. D. O'Neill 
of Pennsylvania has made arrangements 
to hold a hearing of parties interested 
in the matter of the proposed constitu- 
tion and by-laws of the Philadelphia 
Fire Underwriters’ Association. The 
hearing is to be held at the commis 


sioner’s office in Harrisburg on June 
21 at 2 o'clock. 
The metropolitan Lloyds has been 


organized. Meserole & Bowden are 


managers. 





W. L. 





mS | ‘ 
WEBSTER & CO., 
ONE LIBERTY STREET, NEW YORK CITY. 
Correspondent for 
Fire Insurance Companies desiring to secure for their local agents lines 
on out of town risks, controlled by brokers. 
SAMUEL W. SCOTT, 


INC., 


Underwriting Manager. 








NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Ine, 1911 


$641,341.77 
230,513.29 
300,000.00 
63,479.83 


Reserve 
Capital 
Surplus 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 


Inc, 1870 


$357,318.58 
54,256.92 
200,000.00 
96,379.07 


Reserve 
Capital 
Surplus 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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$500,000 SUIT SETTLED 
Lloyds of London Pay Claim for Dam- 
aged Paintings to Duveen 
Brothers 





London Lloyds has settled for an un- 
stated amount, the claim of Duveen 
Urothers, art dealers of No. 720 Fifth 
Avenue, against insurance companies 
for $200,000. The claim arose out of a 
shipment of paintings brought to this 
courtry on the Mississippi of the French 
line in October, 1914. During a fire 
uboard the ship, a number of the paint- 
ings were seriously damaged. 

On April 29, 1915, fifteen of these 
paintings were sold at auction and 
Thomas E. Kirby, of the American Art 
Association, obtained $199,000 for them 
at the Plaza Hotel. Among the paint 
ings were Cuyp’s “Horsemen, Cattle 
and Shepherds in Landscape,” for 
which Scott & Fowles paid $73,000; 
Lawrence's “Portrait of Miss Souther 
an,” which went to the same firm for 
$31,000; Reynolds’ “Portrait of Mrs. 
Otway and Child,” taken for $30,000 
by a buyer using the name “W. KE. 
Kvarts,” and a “Holy Family,” by 
Rubens, taken for $20,000 by C. F. Wil- 
liamson, an American dealer of Paris, 
who lost his life on b&ard the Lusitania 
a few days later. 


DINNER TO ROBERT FORREST 


Former Special Agent Now With 
Canadian Field Artillery’s 
Seventieth Battery 
Robert ‘Forrest, who resigned his posi 
tion as special agent of the New York 
Underwriters, to join the 70th Battery 
Canadian Field Artillery, was given a 
farewell dinner on Friday evening, June 
Sth, at the ‘Rochester Club, by the 
Rochester field men. He was presented 
with a handsome gold officer's wrist 

watch. 
Frank K. Burke, of the Hlome, pre 
sided at the banquet. 


EXPERTS FREE OF CHARGE 
Atlee Brown Offers Public Service of 
His Staff to Help Reduce 
Fire Waste 


Atlee Brown, New Jersey rate ex 
pert, has issued a statement to the 
public, based on President Wilson’s 
proclamation against America’s “Un- 
pardonable fault of wastefulness and 
extravagance,” After discussing the 
size of the nation’s ash-heap Mr. Brown 
says: 

The Schedule Rating Office of 
the State of New Jersey has at 
your service,, free of charge, ex- 
perts on various lines of fire pre- 
vention, construction, heating, light- 
ing and hazards of manufacturing 
devices. Just a little forethought, 
a little change in service, may ob- 
literate many of the hazards that 
produce fires. Those who pay the 
losses know by experience. 

We can help you do what you 
should for yourself and your neigh- 
bor, and what is now due your 
country. 


R. H. WILLIAMS RECOVERS 

Robert H. Williams, special agent of 
the Liverpool & London & Globe in 
Western New York, headquarters at 
Rochester, N. Y., has undergone an op- 
eration for appendicitis at his old home 
in Nashville. He has recovered suffi- 
ciently to leave the hospital, he is re- 
cuperating at the home of his mother 
at the Tennessee capital, and will leave 
for Rochester in a few days. At the 
time of the operation of the special 
agent, Mrs. Williams was also ill at 
Nashville, and when they return to 
Rochester the population of that city 
will be increased by three, the father 
and mother and little Miss Williams, 
the latter born last week in Nashville. 








VACATIONS? SURE 


Plan to Drop Them in Western Union 
Territory Coldly Received By 
Most Managers 





One of the managers in Western 
Union territory conceived the idea that 
because the companies are short-handed 
and will be even worse off from now 
on, there should be no vacations, A bulle- 


_tin of the Western Union says that com- 


panies were sounded on the subject, but 
that most of the members decided not 
to dispense with the customary summer 
recreation periods. 


W. H. RYAN’S CHANGE 





Former Superintendent of Sprinkler 
Leakage Department of Aetna Now 
With Massachusetts Bonding 
William H. Ryan, formerly in charge 
of the sprinkler leakage and water dam- 
age of the New York office of the Aetna 
has been appointed assistant to A. Vie- 
tor Ilansen, superintendent of the ac- 
cident and health department of the 
New York office of the Massachuetts 
Vonding & Insurance Co. Mr. Ryan 
started in his new connection on Mon- 

day. 


A LETTER FROM MR. LOCK 

Kditor The Eastern Underwriter: In 
your issue of the Sth inst., I note you 
have thought it worth while to reprint 
my circular to agents on “Co-insur- 
ance,” which fact is duly appreciated 
by me. 

Thinking that possibly some of your 
readers might deem the matter of suf- 
ficient interest to keep the article for 
reference [| would like to point out a 
somewhat serious misprint which is 
evidently a printer’s error. It occurs 
in the paragraph immediately following 
the illustrations of premiums paid by 
A, B, C and D, respectively. The 
paragraph goes on: “Now the com- 
panies are recouped their $3820 but it 
is evident that ‘A’ is equally mulcted.” 
The misprint is in the word equaliy. 
It should read unequally. It is evident 
that the difference in meaning is quite 
material and worth correction if any- 
body is going to pay attention to the 
article. 

Should any of your readers care to 
have a copy of the little pamphlet we 
shall be glad to send it upon receipt 
of application with an addressed en- 
velope at the Company's office, 100 
William street, N. Y. 

FRANK LOCK, 





WITH INSURANCE FUND 

Alfred S. Clark, a member of the real 
estate and insurance firm of Huegel & 
Clark, (Newark, has been selected as ex- 
pert for the Municipal Insurance Fund 
Commission. James A. Byrne remains 
as secretary. Mr. Clark was a candi- 
date for alderman in the Thirteenth 
Ward two years ago on the Republican 
ticket, but was defeated. ‘He is a grad- 
uate of the insurance branch of the 
New York University. 


CHANGE RE-INSURANCE BILL 

The House Committee on Interstate 
and Foreign Commerce of Congress has 
amended the re-insurance part of the 
“trading with enemy” bill as follows: 

“That any contract entered into prior 
to the beginning of the war between 
any citizen of the United States or any 
corporation organized within the United 
States and an enemy or ally of enemy, 
the terms of which provide for a ter- 
mination thereof upon notice from such 
citizen or corporation, may be termi- 
nated by like notice served by such 
citizen or corporation upon the Alien 
Property Custodian, and said notice so 
served shall have, in all respects, the 
same force and effect as if duly served 
upon the enemy, or ally of enemy, per- 
sonally, in accordance with the terms 
of the contract.” 
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NEW YORK STATE ASSOCIATION OF LOCAL AGENTS 


Non-Board Competition 


In New York State 


AGENTS’ ASSOCIATION DISCUSSES 
QUESTION AT CONVENTION 


Decides Not to Recommend Substitution 
of New Jersey Rate Law for 
This State 





The 
Local 


New York State Association 
Insurance Agents at 
tion in Newburgh last week—the thirty- 
fifth annual further 
investigation of or any agitation for the 
New Jersey anti-discrimination law, 
but decided to appoint a committee to 
relief from the 
present 


of 
its conven- 


meeting—dropped 


there cannot be 
the non-board 
agency system in this State. Just what 
not intimated 
and will not be known until after July 
report of this 
the executive 


see if 


inequalities of 


action will be taken is 
15 when there will be a 
special committee to 
committee. 


Non-Board Competition Resolution 

The association at the Newburgh 
convention adopted the following reso- 
lution after considerable discussion of 
the rating question, not only in the 
meeting but in a paper on the subject 
read by Thomas (. Moffatt, a Newark 
local; and in a banquet talk by James 
J. Hoey, executive special agent of the 
Continental, Fidelity-Phenix and Amer- 
ican Eagle: 

Whereas, a number of companies are 
doing a fire insurance business in this 
State, and, as we believe, contrary to 
the prescribed laws of the State, in so 
far as they are not filing with the In- 
surance Department the schedules upon 
which they base their rates; and 

Whereas, we are led to believe by 
the Department that they have not the 
power to enforce the compliance with 
the requirement; and 

Whereas, we believe that the failure 
of the companies to comply with this 
law is inimicable to the best interests 
cf the proper practices of good under- 
writing; and 

Whereas, we understand that the In- 
surance Department is willing to co- 
operate in any plan that appears to be 
for the best interest of. the insuring 
public, the fire insurance companies 
and their local representatives through- 
out the State, be it 

Resolved, that this whole subject 
matter be referred to a committee to be 
appointed by the president to take up 
the question, and that they report to 
the executive committee not later than 
July 15 the results of their work; and 
that our executive committee be in- 
structed to take such action, looking to 
the correction of the evil at once. 

Grievances of Up-State Agents 

The grievances of the local agents 
arise from the fact that some com- 
panies are non-board in certain towns, 


while board in other towns; also, the 
agents allege that the Insurance De- 
partment is not insistent upon non- 
boarders filing schedules. It is the 


contention that when boarders file their 
schedules the non-boarders make rates 
a certain percentage lower. An ex- 
ample of-an agent’s plaint was cited 
from Syracuse. There the manager of 
a chain of cheap stores this month got 
a rate of $1.25 for his Syracuse store. 
He later told the board agent, who 
quoted the rate, that he could get a 
non-board rate of $1.00. When the 
agent argued that the non-boarders 
“are pirates,” the store manager said 
that his Buffalo store was insured in 
the same companies, but that in Buf- 
falo they were board. He also declared 
that in case of loss he was assured 
that the General Adjustment Bureau 


would adjust the loss in either city; 
therefore, he could not see the advan- 
tage of paying the extra 25 cents. 
Rates in Buffalo, New York Fire 
Insurance Exchange and Suburban Ex- 
change territory are made locally, and 
rates in Syracuse, Binghamton, Pough- 
keepsie and such cities are made by 
the Underwriters’ Association of New 
York State. This accounts for a lack 
of uniformity and for some of the dis- 
satisfaction. 
Investigation in New Jersey 
Anyway, some months ago the State 
agents’ association decided to investi- 
gate the New Jersey situation, with 
the idea of recommending the passage 
of a bill here for a similar law. Ac- 
cordingly, a “Committee on Atlee Brown 


Rating System” was appointed, com- 
posed of G. T. Amsden, chairman; 


Robert F. Gilmour, Frederick V. Bruns 
and William H. Murray. The companies 
for the most part objected decidedly to 
uny attempt by agents aiming at rate 
law legislation. They claim that the 
present law is satisfactory enough, and 
that the Superintendent has the desired 
power (if he will only exert it) to stop 
rate discrimination. They assert that 
the non-boarders, mutuals and co-opera- 
tives are given pretty much their own 
way, so far as rating matters are con- 
cerned. 
Report on Atlee Brown System 

The report of the Committee on Atlee 
Brown Rating System follows: 

Your committee was appointed at the 
last meeting of the executive commit- 
tee to investigate and report recom- 
mendations on a rating system for the 
State of New York, and particularly to 


investigate the Atlee Brown rating 
system as operating in the State of 
New Jersey. 

Your committee first communicated 


with about thirty representative agents 


or agencies in the various parts of the 
State of New Jersey to obtain their 
views on the Atlee Brown system. The 
replies received were all of the same 
nature, that they were entirely satis- 
fied with the system after an operation 
of from three to four years; that this 
system was very ably conducted by 
Atlee Brown; that discrimination in 
rates was reduced to a minimum; and 
that they believed the insurance com- 
panies were perfectly satisfied with 
this system and the results obtained. 
After obtaining such favorable re- 
plies from the agents of New Jersey 
your committee sent a circular to each 
member of your association, asking 
them to express their approval or dis- 
approval of this system as applying to 
New York State, also letters were sent 
to each company, members of the New 
York State Underwriters’ Association. 
125 Companies Oppose Change _ in 
Present System; 25 Favor It 
The results obtained from these circu- 
lars were very interesting as to the 
companies. Of some 150 companies 125 
were Opposed to any change in the 
present system, or for our association 
to present to the Legislature any bills 
along these lines; about 25 companies 
who seemed to feel that a change 
would bring about better conditions in 
our State. The agents’ replies showed 
about 160 in favor and 10 opposed. 
Your committee was appointed as a 
result of certain conditions maintaining 
in New York State and about which 
many complaints have been received 
from members. We find that a number 
of companies are operating at non- 
tariff rates in one city and tariff rates 
in another city. These complaints are 
not from New York City, Rochester, 
Buffalo or New York suburban terri- 
tory. As a result of this condition we 
find that dangerous conditions amount 
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ing to a fire hazard cannot be remedied 
by the addition of a specific charge to 
the schedule when these companies will 
write the same business without re- 
quiring a uniform, specific charge for 
such defective condition, or without the 
correction of the defect. 


System Not Perfected 
Furthermore, we find that the com- 
panies, members of the rating organi- 
zations, have only filed certain sched- 
ules which do not cover all the sched 
ules which should be filed, thereby 
showing: the insurance superintendent 
that their system has not yet been per- 
fected and putting the insurance super- 
intendent in such a position that he 
cannot require or compel non-tariff com- 

panies to file their schedules. 

Recommends New Committee 


As a result of the investigation made 
by your committee it is recommended 
that a committee be appointed to 
further investigate the subject and to 
confer with the superintendent of in- 
surance on the matter of the enforce- 
ment of the anti-discrimination law and 
to bring about the filing of schedules 
by all companies; furthermore, that the 
insurance law be so amended that 
power to enforce or correct violations 
of the anti-discrimination law or appli- 
cation of schedules be placed in the 
hands of the superintendent of insur- 
ance. 

We would refer you to the fact that 
under the present system of compen- 
sation insurance the State recognizes 
that schedules made up with specific 
basic charges and credits for physical 
and other defects and improvements 
are proper, and the most efficient and 
effective way of preventing discrimina 
tion between risks of a similar nature. 
to bring about uniform standards as a 
protection against the loss of life and 
limb, and, furthermore, of securing for 
the people of the State of New York 
the most complete and safe protection 
against losses, by the requiring and ob 
taining of adequate rates to maintain 
adequate reserves. Therefore, your 
committee feel that there is no reason 
why a similar system should not pre 
vail in fire insurance as is recognized 
as being correct and fair in the handl- 
ing of compensation insurance. 

In closing the report your committee 
cannot but add a few words on the con 
ditions 


as above outlined. Certain 
localities in our association are doing 
business under more or less favorable 


conditions, due properly to local con 
ditions, but there is a large proportion 
of our territory which is suffering from 
the conditions surrounding their busi 
ness, and we feel that it is the duty of 
our association to assist Our members 
in every possible way and we feel that 
this situation should have the earnest 
consideration of this convention and 
the active support of all members. 


KNOWN BY COMPANY YOU KEEP 


There is no situation which, to an 
honest, reliable agent, is more humiliat- 
ing than that in which he is placed by 
he failure of an insurance company of 
which he is a local representative. Even 
though the client be protected by the 
‘e-insurance of the risk in another com- 
pany, there is still the need of difficult 
xplanation as to his recommendation 
of a concern that was financially weak, 
“Whittlings,” published by the 
‘ ‘Hampshire Fire Insurance Co. 

In the event that the policies lapse 
vith the return of a small percentage 
f the premium, the agent must either 
1ake up the difference from his own 
ocket, or assume the stigma of a per- 
onal failure from which his agency will 
uffer for years to come. 

An agent being known by the compa 
aies he keeps, he ought to be well post- 
ed as to their financial integrity. 
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NEW YORK AGENTS 


Compares New York 
and Jersey Laws 


THOMAS C. MOFFATT DISCUSSES 
FIRE RATE SITUATION 


Doesn’t Recommend New Jersey Act 
Be Substituted for New York 
Statute 


Thomas C. Moffatt, secretary of the 
New Jersey local agents’ association, 
and a prominent agent in Newark, told 
the members of the New York State 


Association of Insurance Agents all 
about the New Jersey rating law at 
the convention in Newburgh last week. 
Atlee Brown, who had been scheduled 
to speak, did not appear. Mr. Moffatt 
took the position that the New Jersey 
law worked satisfactorily under pres- 
ent circumstances—with Atlee Brown 
as expert and George M. La Monte as 
commissioner and the present insur- 
ance department staff at Trenton, in 
which there are no politicians—but he 
doubted if it would be as effective in 
New York as the present law. He 
compared New York and New Jersey 
rate laws. 
The Old Conditions 

Previous to 1909 rates in New Jersey 
were made by four different organiza- 
tions: New York Board of Fire Under- 
writers, Newark Fire Insurance Ex- 
change, Philadelphia Suburban Ex 
change and Middle Department. 

Rating conditions were generally un- 
satisfactory. In towns adjacent to 
Newark there was a 40 cents for three 
years rate on dwellings, while across 
the street in Newark rates on dwell- 
ings were 70 cents for the same period, 
Complaints of discriminations finally 
brought about the dissolution of the 
Newark Fire Insurance Exchange by a 
decision of the Court of Errors and 
Appeals. Then followed some years of 
rating by three private rating bureaus, 
one in Newark, one in Jersey City, one 
in Camden, who sold their rates to such 
companies as cared to purchase them. 

Manufacturers Back of Ramsey Act 

These rating organizations had their 
own ideas of rates and schedules, and, 
consequently, there was flagrant dis- 
crimination between cities of the same 
class. The influential broker and the 
political-minded insurance agent had 
all the advantage. Rates were too 
often made to serve special purposes. 
Finally, through the activities of the 
Middlesex County Manufacturers’ As- 
sociation, the Ramsey rating law was 
enacted. 

Compares the Two Laws 

A comparison of the New York and 
New Jersey rating laws in part follows: 

The companies in both laws are pro 
hibited from charging a rate which 
discriminates unfairly between risks 
within the State of essentially the sante 
hazard, 

New Jersey says the schedules must 
be filed with the Insurance Department. 

New York says on demand they must 
be filed. 

New Jersey allows the companies to 
engage an expert to make filings and 
says several companies may employ 
the same expert. 

New York says companies’ them- 
selves, or the agents, may make the 
rates, 

The Insurance Department in both 
States has the right of review and 
power to order the removal of dis- 
criminations which are unfair. 

The provision in the New York law 
that the companies cannot make a 
rate which is predicated on all or any 
part of the insurance being placed with 
certain companies is unnecessary in 
New Jersey, as the court decision 
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holds this to be in restraint of trade 
and needs no specific mention to pro- 
duce the same result as obtained in 
New York. The same thing is true of 
the passage referring to brokers. 

The New Jersey law does not allow 
the companies to maintain local boards, 
nor does it allow their agents or special 
agents any voice in determining what 
a rate should be, or any agreement to 
maintain that rate. 

Violations 

Each company is required to file 
with the commissioner its own sched- 
ule and work out on those schedules 
its own rates. Thus, it is seen that in- 
stead of putting the non-board writer 
out of business it makes every cOm- 
pany in the State a non-boarder. 

Mr. Moffatt then told of the employ- 
ment of Atlee Brown by the majority 
of companies to act as rate making 
expert. He paid a great tribute to Mr. 
Brown's tact and ability; and to the 
fairness and courage of the New Jersey 
Insurance Department, which he said, 
has not sought to use its office or 
rulings for political advantage. 

“We, of New Jersey, hope and pray 
we shall always be as fortunate. I do 
not mean to infer that the New York 
Department is incompetent, or subject 
tc political influence, but one may easily 
stretch the imagination and picture in- 
competent public officials being ap- 
pointed to these offices.” 

There are 35 mutuals and stock com 
panies which do not employ Mr. Brown 
os expert, and who file their own rates, 
While all daily reports written by com. 
panies employing Brown go _ through 
his stamping office no record is kept 
of the numbers nor of the violations 
of rules or rates. A _ red slip is at- 
tached, showing that the policy is not 
written in accordance with the filings 
that he has made as a notice only that 
the company may secure the correction 
and thus observe the law. There is 
no organization to follow up the com- 
pany or agent to see that the correc- 
tions are made, “and we who see busi- 
ness go off our books can only imagine 
that somebody has slipped it over.” 

Mr. Moffatt then stated that some 
companies “were low enough and 
crooked enough to take a chance on 
being caught under the New Jersey 
system and pass business which does 
not agree with the filings made on 
their behalf.” He added that the Ram- 
sey act should have at least five or six 
years’ fair trial before it can be called 
a success (it is almost four years old), 
but enough is known to say that agents 
are for it; the public is satisfied and 
companies prefer it to the old system 

He added: “The Ramsey bill is 
working satisfactorily in New Jersey, 
more because of a happy combination 
of circumstances than on account of 
the wording of the bill. Atlee Brown 
has been sufficiently ruscentible to 
reason to produce results which are 


(Continued on page 18.) 








SCHAEFER & SHEVLIN 
2 LIBERTY STREET GENERAL AGENTS 
Representing 
DUBUQUE FIRE AND MARINE INSURANCE CO. 
Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John 2312 


NEW YORE, N. Y. 








INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 
RICHARD D. HARVEY 


United States Manager 


United States Branch 
92 William Street, New York 








Authorized Capital $500,000 


Artroit National Hire 
Jusuraue Cn. 


DETROIT, MICHIGAN 


A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 








Firemen’s Insurance Co., Newark, N. J. 


January 1, 1917 


EINER ose pre: $1,250,000.00 
Peet GUNMEN . occ ccccens eee aaee oo + 0 ay449,322.25 


SURPLUS TO POLICYHOLDERS. . .$3,699,322.25 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 











Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 















































June 15, 1917. 


THE EASTERN 


UNDERWRITER 


17 





NEW YORK ASSOCIATION 


Tell How Brokers 
Should Qualify 


REPORT OF COMMITTEE READ BY 
GLENN H. JOHNSON 


Bill Prepared, After Conference With 
Brokers’ Association and Superin- 
tendent Failed in Assembly 


Glenn H. Johnson, of Syracuse, gave 
the New York Agents’ Convention 4 
{ull report of the Brokers’ Qualifica- 
tion Committee, of particular interest 
in view of the fact that the committe 
has been working in co-operation with 
the Fire Brokers’ Association of New 
York City and the Department of In- 
surance. The committee on Novem- 
ber 3, 1916, held its first conference 
with the superintendent. The commit- 
tee is composed of E. H. Warner, 
Buffalo; B. P. Mills, Rochester; A. T. 
Armstrong, Syracuse; Edgar M. Griffith, 


Albany; W. H. Hecox, Binghamton, 
and Mr. Johnson. 
At the first conference with the 


Superintendent the brokerage situation 
end the evils and injustice arising out 
of the present law were thoroughly 
discussed. The advisability of an ex- 
amining board composed of such men 
ss might be acceptable was suggested 
by the committee which would enable 
ihe Department more accurately to de- 
termine the qualifications of applicants. 
This in brief was as follows: 
Examining Board 

A commission of say two or three 
persons from each county, which shall 
constitute an examining board to hold 
written and oral examinations as to 
ihe competency of applicants at such 
time and places as shall be designated 
by the Superintendent of Insurance. 
The results of said examinations shall 
be forwarded to the superintendefit 
for his approval, and licenses shall not 
be issued until such examinations are 
held for applicants, and the final ap 
proval of the superintendent given, and 
applicant shall not be examined unless 
aut least three references give satisfac- 
tory answers. Five reference sheets 
shall be sent out by the Superintendent 
cf Insurance to those individuals desig- 
nated by the applicant. One reference 
at least shall be from one engaged in 
the insurance business in the _ im- 
mediate vicinity of said applicant, ex- 
clusive of life. The findings and rul- 
ings of the so-called commission shalf 
he subject to review of the superintend- 
ent in all cases. 

Questions for various examinations 
shall be changed, and no two successive 
«xaminations shall have similar sets 
of questions requiring like answers. 

Conference With Brokers 

It was suggested that the committee 
formulate ideas and present them to 
the Department at a later date. The 
committee at once took up the proposi- 
tion with the Fire Brokers’ Association 
of New York, and after some delay 
arranged a conference at their board 
rooms for January 25. Those in at- 
tendance were this committee from the 
New York State Association of Local 
Agents; Glenn H. Johnson, chairman? 
John L. Tiernon, Jr., Buffalo; Edward 
H{. Warner, Buffalo; A. T. Armstrong, 
Syracuse; Buell P. Mills, Rochester; 
Louis G. Morgan, Buffalo, and William 
H. Hecox, Binghamton, and also the 
following members of the Fire Brokers’ 


Association of New York: John A. Eck- 
ert, A. C. Hegeman, R. C. Rathbone, 
2nd., F. J. Waters, Theodore M. Riehle, 


J. C. Ammermuller and F. W. Stillman. 


A. C. Hegeman, Chairman of Laws 
and Legislative Committee of the Fire 
Brokers’ Association, called the meet- 
ing to order and on motion made and 
carried Glenn H. Johnson of Syra- 





cuse was elected chairman ad secre- 
tary B. M. Harris, of the Fire Brokers’ 
Association, secretary. 
Co-Operation 

Mr. Eckert addressed the meeting 
and said better conditions prevailed in 
New York than up-State because the 
New York Fire Insurance Exchange 
requires higher standard for brokers 
than the Insurance Department. He 
said that members of the Fire Brokers’ 
Association feel that the laws need 
amending and that they would gladly 
co-operate with the up-State agents in 


this movement. He suggested that 
laws be amended to strengthen the 
description of an insurance broker, 


similar to those of Massachusetts and 
New Jersey, so that the Insurance De- 
partment would be in a position to re- 
fuse to issue many licenses. He also 
suggested that three examining boards 
be created to meet every three months 
in Buffalo, Albany and New York City 
where applicants for brokers’ licenses 
could appear for examination and that 
these examining boards be appointed 
by representative organizations’ of 
those cities and that applicants pay a 
small fee to pay expenses of said 
hoards. 

Chairman Johnson then reported that 
he had submitted to the Superintendent 
of Insurance the suggestions. 

An outline was prepared of a more 
complete application blank which 
would if possible give the Department 
& mental picture of the class of in- 
dividuals they were licensing. At the 
meeting the following recommendation 
was made: 

“Neither the insured 
policy of insurance, nor any employe 
of such insured, shall knowingly re 
ceive or accept at any time directly or 
indirectly, any such rebate, discount, 
abatement or reduction of the premium 
payable on any policy of insurance, as 
therein expressed, or any special favor 
or advantage in the dividends or other 
benefits to accrue thereon, or any valu- 
able consideration or inducement what- 


named in any 


ever, not specified in the policy con- 
tract of insurance.” 
A committee of five was appointed 


consisting of three up the State mem- 
bers and two New York City members 
tc shape up matters adopted at this 
meeting for presentation to the Super- 
intendent of Insurance. The commit- 
tee, Messrs. Johnson, Tiernon, Warner, 
Hegeman and Richle were then ap- 
pointed to serve on this committee. 

It was also suggested that the com- 
mittee be instructed to request Super- 
intendent of Insurance to amend the 
law so that it will have the same re- 
quirements as that of New Jersey com- 
pelling agents to render semi-annual 
statements of brokers from whom they 
have accepted business and for whom 
they have issued policies. 

New Questions in Blank 


The sub-committee was further in 
structedto ask the Superintendent the 
following questions inserted in the 
present application blank: 

Q. Does applicant intend to hold 
himself out to the public as an insur- 


ance broker and carry on business in 
good faith as such? 
Q. Does applicant as a broker in- 


tend to effect any policy of insurance 
and obtain any commission, rebate or 
recompense in which he or his em- 
ployer is named as insured? 

“Our sub-committee met and organ- 
ized immediately following this meet- 
ing and adjourned to the following day 


at which time prepared a plan to lay 
Lefore the Superintendent of Insur- 


ance, having made an appointment 
through the Department for a personal 
conference the following day,” said Mr. 
Johnson, in his report to the Newburgh 
Convention. “When our committee 
met for this conference with the Super- 
intendent we were notified from Albany 


OF LOCAL 


that he would be unable to come to 
New York on account of the serious ill- 
ness of his mother. We were requested 
to mail our briefs to Attorney LeRoy H. 
Lincoln, of the Department, who would 
at the earliest possible moment discuss 
the subject with Mr. Phillips.” 

A letter was prepared containing the 
following requests: 

That the Anti-Rebate Laws of the 
State of New York be amended to 
prohibit the paying or allowing of 
any commissions or rebates to the 
insured or any employe of the 
same, and that the penalty for any 
violation thereof to conform to the 
penalty prescribed in said law. 
That questions to the following ef 
fect be added to the present appli- 
cation blank: 

Q. Does applicant intend to hold 
himself out to the public as an in 
surance broker and carry on busi 
ness in good faith as such? 

Q. Does applicant as a broker in 
tend to effect any policy of insur- 
ance and obtain any commission, 
rebate or recompense in which he 
or his employer is named as in 
sured? 

Five References 

The Superintendent was asked to get 
np reference blank embodying the ques- 
tions outlined herewith: that the 
application blank be modified to the 
extent of requiring five references to 
be procured by the applicant and for- 
warded direct to the Superintendent. 
If the applicant is a resident of a city 


as 


of the first, second or third class, at 
least three of the references shall be 
persons from those engaged in the 
business of insurance other than life 
insurance For applicants living else 
where in the State at least one refer 
ence shall be a person engaged in the 
business of insurance other than life 


insurance, 

The questions to be embodied in the 
reference sheet, as suggested by the 
committee, are as follows: 


1. Are you related to the appli 
cant? 

2. How long have you been ac 
quainted? 

3. What do you know of the ap 


plicant’s character and reputation 

generally? 

4. What is applicant's age? 

5. Do you regard the applicant 
competent to discharge the 

duties of an insurance broker? 

6. Do you know of anything 
which, in your judgment would 
unfavorably affect applicant's title 
to confidence? 

7. What has been his occupation 
for the last five years? 

8. Do you think he intends to 
engage solely in the insurance busi 
ness? If not, how much time do 
you think he will devote thereto? 

9. Does he maintain an office un 


as 


der his own name? 
10. Do you know whether or not 
he is an agent of any company, 


exclusive of life? If so, what 

panies? Give names. 

The Conference Committee further 
requested that the Insurance Law of 
the State of New York be amended by 


com- 


adding thereto a section to read in 
substance as follows: 
That hereafter every insurance 
company, other than life insurance 


companies, doing business in this 
State, and each agent thereof, shall 
file with the Superintendent of In 
surance, within fifteen days after 
the 30th day of June and the 3lst 
day of December of each year, a 
sworn statement on blanks fur 
nished by said Superintendent set 
ting forth the names and addresses 
of all brokers who have done busi- 
ness through said companies or 
agents during the preceding six - 


AGENTS 


months, and that it is the sense of 
this meeting that the Superintend- 
end of Insurance appoint an ex- 
amining board before whom all ap- 
plicants for broker’s license shall 
appear for examination when re- 
quested, and that all applicants pay 
an examination fee therefor. 

Examining Board Suggestion 
The suggestions for the examining 

board heretofore referred. to were as 
follows: 

The Board of Examiners shall be 
appointed by the Superintendent of 
Insurance, and shall consist of 
three members appointed for one, 
two and three years each. The 
examining board shall be allowed 
actual expense in the conduct of 
duties pertaining to their offices 
which revenue shall be derived 
from a charge of $5 from each ap- 
plicant trying axaminations. Such 
fees shall entitle applicant to one 
examination only and shall be pay 
able to the properly designated 
authority in the Insurance Depart 
ment. Expense of examinations so 
conducted shall be paid from said 
fund. All postage, stationery and 
printed matter, however, shall be 
paid for by the Insurance Depart 
ment. 

All new applicants shall be ex 
amined by a Board of Examiners 
when requested by the Superintead 
ent of Insurance at such times and 
places as shall be determined by 
him. Any brokers now holding 
licenses shall be examined by said 
Board of Examiners when directed 
by the Superintendent. When two 
or more examinations are held at 
different places, for the conveni 
ence of applicants, examinations 
shall be held on the same day at 
the same time and the same ques 


tions used at all examinations for 
that day. As soon as practical, 
and within 15 days after examina 


tions, members of examining board 


shall meet as a committee to pass 
upon written examinations All 
papers shall then be turned over 


to Superintendent 
Bill Failed in Assembly 

Again on February 14 1917, the com 
mittee had a conference with Mr 
Phillips at which time a bill was agreed 
upon, 

The bill, known as the 
was passed in the Senate, but failed 
to pass in the Assembly as it reached 
it too late for hearing and has been 
laid over until the next session. 

“The committee having this matter 
in charge has spent a great deal of 
time and thought, and it is hoped that 
the time and efforts expended will be 


Crafts Bill 


of definite good in the near future,” 
said Mr. Johnson. “As chairman of 
this committee I would be remiss in 
my duty if I did not acknowledge the 
faithful and untiring efforts of my as 
sociates and whatever good has been 
accomplished should be credited to 


their most patient and self-sacrificing 


efforts.” 


NATIONAL’S OUTING JUNE 23 

The National Fire Club will hold its 
seventh annual outing at Cosey Beach 
on June 23. Athletic events have been 
planned, including jumps, runs, dashes, 
water sports and a baseball game. The 
committee in charge consists of S. R. 
Agnen, R. J. Peard, G. F. Butler, J 
Curry and C. Waterhouse. The officers 
of the club are: President, W. J. Scott, 
of the underwriting department; vice- 
president, F. J. Nolan, accounting de- 
partment; treasurer, George W. Staib, 
brokerage department; secretary, F. W. 
Horton, re-insurance department; his- 
torian, Joseph Holton, accounting de- 
partment. 
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New York Local Agents 


jane nnuandTH SNA POLO MLA OL mvveniid 


Syracuse Permanent 
Convention City 


DECIDED UPON AT NEW YORK 
AGENTS’ ANNUAL MEETING 


Elect John Tiernon, Buffalo, President 
—Continue Brokers’ Qualification 


Committee 
John §S. Tiernon, of Buffalo, was 
elected president of the New York 


State Association of Local Agents at 
its convention in Newburgh last week. 
Other officers elected follow: 

Vice-Presidents, F. V. Bruns, Syra- 
cuse; W. M. Gildersleeve, Central Val- 
ley; EK. S. Hawley, Buffalo; C. J. Curtin, 
Rochester; N. C. 8S. Spencer, Buffalo; 
©. G. Cool, Glens Falls; M. M. Fiero, 
Middletown, and L. W. Pellett, New- 
burgh; secretary, Albert Dodge, Buf- 
falo and treasurer, R. G. Wadsworth, 
Kinghamton, 

The executive committee (fire) is 
composed of C. A, Porth, Albany, chair- 
man; W. H. Hecox, Binghamton; R. 
Fk. Gilmore, Schenectady; L. G. Morgan, 
Buffalo; G. H. Johnson, Syracuse; W. 
P. Blackman, New Rochelle; Carlisle 
Goodrich, Newburgh; W. L. Pelton, 
Olean; and L. M. Irving, Malone. 

The executive committee (casualty) 
is aS follows: John Kavanagh, Roches- 
ter; E. H. Warner, Buffalo; A. T. Arm- 
strong, Syracuse; G. T. Amsden, Roch. 
ester; W. H. Murray, Hornell; A. T. 
Matthews, Watertown; L. H. Gardner, 
Poughkeepsie; C. C. McNitt, Norwich; 
and J. S. Kernan, Utica. 

Resolutions 

The following resolutions were adopt- 

by the convention: 
Be It Resolved, that the Agents’ As- 
sociation of the State of New York, in 
convention assembled, wish to again 
record our loyal allegiance to our Presi- 
dent in his efforts to assist in the re- 
establishment of peace to the world 
and the continuation of the growing 
spirit of democracy as the only means 
of bringing mankind to a perpetuation 
of security and peace. 

Be It Resolved, that we recommend 
that the board of directors select Syra- 
cuse as the convention city hereafter 


and that it be understood that local 
agents prepare no entertainment for 
visiting members, 

Resolved, that a special committee 


shall be appointed to continue the work 
on the brokers’ qualification law. 

Resolved, that we affirm our allegi- 
ance to the National Association of 
Local Agents in its efforts for the 
general betterment of our business. 

Resolved, that we accord a vote of 
thanks to the president and retiring 
officers and committee for their pains- 
taking and efficient work they have 
done on behalf of this association. 

Newburgh Courtesies 

Be It Resolved, that a vote of thanks 
be extended to the Local Board of In- 
surance Agents of Newburgh for the 
courtesies and entertainment that has 
been extended to the visiting delegates 
by the board and the officials of the 
city. 

Every effort has been made to make 
our stay a pleasant one and our com- 
mittee only regrets that our convention 
was not twice the size numerically to 
take advantage of the generous hospi- 
tality offered. 


Be It Resolved, that this convention 
goes on record in opposition to any 
further taxation of the insurance cor- 


porations by the Federal government 
for the reason that these corporations 
are already overtaxed by the Federal, 
State and municipal governments. 
Friday’s Session 
On Friday morning, the meeting was 
addressed by Leon 8S. 


VOU 


Senior, schedule’ 
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expert; by Robert S. Paviour, 
on collective advertising 
‘or agents; and by Stanley Otis, exec- 
utive secretary of the Federation, on 
the progress of that organization. W. 
G. Sturtevant, of the National Associa- 
tion, also made a short talk. 


Hoey’s Talk 
James J. Hoey, former Deputy Super- 
intendent of Insurance in this State, 
and now executive special agent of the 
Henry Evans’ companies, followed Su- 
perintendent Phillips and advised the 





lating 
Rochester, 


agents to watch bills affecting insur- 
ance as they are introduced, rather 
than introduce or inspire new bills 


themselves. He said in part: 


As some of you know, I was for many years 


an insurance broker. The knowledge and ex- 
perience that I gained in those days prompted 
me as a member of the Legislature to intro- 
duce a bill, which was subsequently enacted 
into law, providing for the examination and 
licensing of insurance brokers by the State 
Insurance Department. This law has been 
largely responsible for the weeding out of the 
business of many crooks and = incompetents. 
You know in the old days the’ insurance 


refuge of 
those 
profes 
knew 


i last 


brokerage ‘business was 
*x-sports and 


broken down politicians, 
who had failed in every taakinns or 
sion, ‘Many of these so-called brokers 
nothing of the principles of insurance, The 
standard policy or any of its provisions was 
fireek to them. They solicited authorizations 
for insurance from sympathetic friends and 
acquaintances; secured policies from some in 
surance company and trusted to luck that no 
losses would occur. Losses did come, how 
ever, and many an assured, who had in- 
trusted his insurance to a broker of the 
I have referred to, discovered to his 
and sorrow that his insurance policy was not 
worth the paper on which it was written, The 
mortgagee clause was not affixed to the policy, 
or for some other reason the insurance con- 
tract was invalid. Very often the insurance 
companies settled the losses even though they 
were not legally bound to do se. Sometimes 
they refused to settle and endless litigation 
resulted, and all because of the incompetency 
of the brokers. 

I am happy to 
affairs no longer 
broker these days the 


say that this condition of 
exists. To be an insurance 
applicant must prove to 


the satisfaction of the Insurance Department 
that he is competent and trustworthy. 

I am not as familiar with conditions in the 
local agents’ field, but I am = strongly of the 
opinion that there is room for improvement. I 
will venture the guess that occasionally an 


a grocer, a livery stable 


undertaker, a barber, 
masquerades around as 


keeper or a plumber 
an insurance agent, 

If the test of competency and 
iness wis applied to local agents, 
would be better for the insurance 
for the ‘bhona-fide, legitimate insurance 
and equally beneficial to the insuring 

Many Don’t Know Their Business 

The reason that so many eke out a 
able existence in this business of ours is be- 
cause they don’t know their ‘business as they 
should. You can’t get enthusiastic about a 
proposition unless you understand it thoroughly 
and you can’t enthuse anybody else if you are 
not enthusiastic yourself. 

There is one other thing to which I wish 
to call attention and that is the lack of co- 
operation between those who are engaged in 
the different branches of the insurance bust- 
ness. The life, casualty, surety and fire com- 
panies and their agents should all be united 
because what is good for one is good for all. 
It has been my experience, however, that each 
branch of the business is playing a lone selfish 
game. 

I am glad to know 


trust worth- 
helieve it 
companies, 
agent 
public. 


miser- 


that in this association 
you have recognized the necessity for co-opera- 
tion, and have among your members agents 
representing all branches of insurance. 

There is no big ‘business in this country 
that is so clean and conducted in so honorable 
a way and yet is so subject to attack as the 
insurance business, and yet the attitude of 
some of the officials and agents of insurance 
companies amounts to almost absolute’ in 
difference. 

Every year 
other States are 
regulate and supervise 


this and 
aiming to 
business, 


the Legislatures of 
flooded with bills 
the insurance 


and little or no interest is taken to prevent 
the enactment of vicious laws that threaten 
the very existence of the business. 

iin Washington at the present moment they 
are trying to squeeze the last dollar out of 
the insurance companies in the way of tax- 
ation. It would seem to me our legislators 
are sadly lacking in education and those who 
know the facts ought to take it upon them- 


that they are properly presented. 
Instead of burdening the insurance companies 
with excessive taxation at this time, Con- 
gress ought to te planning legislation to 
strengthen and bolster them up so as to make 
certain the payment of the extraordinary 
losses they will be called upon to pay in the 
near future. 
° P ® 
The Rating Situation 

of the 


your convention 
methods 


selves to see 


subjects under 
was whether or 
of rate making 


I understand that one 
discussion at 
Brown's 


not Atlee 


WM. B. CLARK, President 





“The Leading FIRE INSURANCE Company of America” 





Explosion and 
Sprinkler Leakage 


Insurance 





were superior to the methods now in use in 
this State. Last winter an enterprising legis 
lator attempted to solve this problem for you. 
He introduced a Lill putting the authority to 
make fire insurance rates in the Insurance De- 
partment. You all know the disastrous ex- 
perience in States where they have State made 
rates and you also know that almost every 
State in the Union follows New York in in- 
surance legislation. 

Are you aware that this State rate making 
bill passed the Assembly with only five votes 
against it, and that it would have passed the 
Senate if my old friend and colleague Super 
intendent Phillips had not got on the job and 
killed it? This proposition vitally affected 
every insurance agent in this State and as 
far as I know not one of them raised a finger 
to stop the passage of the bill. 

Some years ago I was responsible for a law, 
creating the office of State Fire Marshal. The 
purpose of this office was to compel the in 


safeguard life 
fire hazard in 


improveme nts to 
a minimum the 


stallation of 
and to reduce to 


buildings of all kinds. Notwithstanding the 
fact that an_ intelligent ‘supervision by the 
State Fire Marshal would have resulted in 
great savings to the insurance companies, the 
office was abolished without a single protest 
from those who ought to have been most in 
terested—from a financial point of view—the 
fire insurance companies and agents. 


Moffatt On Rates 


(Continued from page 16) 
satisfactory to so many different  in- 
terests, companies, agents and the pub- 
lic.” 

New York Situation 

Taking up the question whether it is 
advisable to have in New York a law 
similar to the Ramsey ect Mr. Moffatt 
discussed the great premium volume in 
New York City, and added: 

“I, aS an agent in your territory, 
would hesitate to undertake legislation 
which undoubtedly would upset condi- 
tions in that big city. You would be 
opposed not only by the companies, but 
by the Insurance Department and busi- 
ness men’s associations. 

“T have had considerable experience 
with the Legislature in New Jersey, 
and I tell you that the Legislature is 
a dangerous court to which to resort 
for the curing of real or fancied evils 
of this business. The less legislation 
on insurance the better for all parties 
concerned. The Legislature may take 
it into its head—while on the subject 
of rates, to ask what makes up a rate 
losses, expenses, commissions, profits, 
reserves. 

“I’ve no doubt the companies could 
justify everything that enters into rate, 
but would point their fingers at ‘agents’ 
commissions.’ Do you relish the thought 
of attempting to defend before the 
Legislature your present commissions? 
This in the face of the recent rulings 
about acquisition costs in the casualty 
ousiness?” 


CONTIN ENTAL GROUP OUTING 


Three Hundred and Fifty Employes at 
Donnelly Park—Beat Home in 
Ball Game 


Employes of the Continental, Fidelity- 
Phenix and American Eagle held their 
annual outing at Donnelly’s Park, Col- 
lege Point, L. I., last Saturday. From 
the various departments and offices of 
the Continental group about 350 em- 
ployes gathered at the Wall Street slip 
headed by a brass band and boarded 
the steamer “Keansburg,” | chartered 
for the occasion, and proceeded to 
Donnelly’s Park. 

A baseball game was the feature, a 
team representing the Continental, 
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Fidelity-Phenix and American Eagfe, 
playing the nine of the Home Insur- 
ance Company, of the Fire Insurance 
League. Continental, Fidelity-Phenix, 
American Eagle aggregation won; 
score 5 to 3. A timely two-base hit by 
Hi, Sullivan, of the Continental, in the 
sixth inning, scoring three men, did 
the trick. Fred Merkle, of the Conti- 
nental crowd (not the Cubs’ first base- 
man), had the number of the Home’s 
rine, striking out a number of men. 
Preceding the ball game there was 
a relay race in which teams from the 
various departments of the Continental, 
idevity-Phenix and American Eagle, 
contested. The team from the twenty 
fourth fioor won; the supply depart 
ment team second. In the 220-yard 
dash a surprise was sprung on the at 
tendants at these outings when a new 
comer, quite a young lad too, KE. Free 
don, breezed in a winner, beating out 
W. Weber and H. Sullivan, picked to 
win. The three-quarter mile run was 
won by J. Cramond. 
The shoe race was 
voker of the afternoon. There were all 
styles and sizes of shoes, thoroughly 
mixed by those in charge of that end 
ct the event. 
The bowling 


the mirth-pro 


event had been arranged 
so that each contestant was permitted 
to roll three balls and was allowed 
three sets of ten pins with a total pos 
sible score of thirty. John Cornell, in- 


spector in the local department, was 
the only contestant to get a _ perfect 
score. Two others were tied with 
twenty-seven. 

Following the baseball game a din- 


ner, attended by over 300, was served. 

The outing committee having charge 
of this very successful affair was head 
ed by John SS. Little, of the American 
Magle, chairman; Henry A. Keck, John 
Bahr, Charles S. Killmon, Joseph Scott, 
KE. A. Morrell, Charles Repper, E. V. 


Starkweather, and J. W. Steinway. The 
following associate members of the 


committee had charge for the arrange- 
ments for the field events: William H. 
Emes, William Weber and Thomas F. 
Clark, 


. & Oz REQUIREMENTS 
Pat Ms are watching use and oc 
cupancy lines more carefully than for- 
merly and there have been a number 
of cancelations. 
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BROKERS ACTIVITIES 





Misconceptions Over 
Expression “Floater” 


TERMS EXCESS, FLOATING AND 
GENERAL COVER OFTEN 
CONFUSED 


R. P. Barbour, in New Book, Points 
Out Distinctions—What a “General 
Cover” Means 


The terms (Excess, Floating and Gen- 
eral Cover Contracts should not be con- 
fused, says Robert P. Barbour, in his 
new book “The Agent’s Key to Fire In- 
surance,” published by the Spectator 
Company of New York. Floating in- 
surance may be excess and Excess insur- 
ance may be floating, but each may be 
used without the other, while General 
Cover Contracts are different from 
either. 

General Cover Contracts 

In discussing the subject of generat 
cover contracts, Mr, Barbour says in 
this book: 

“A general cover contract, while it 
may provide for insurance anywhere 
within wide limits, is not floating in- 
surance, because it requires that insur- 
ance shall be specific at stated loca- 
tions which are given in detail in the 
statements of value which the insured 
must render under the terms of said 
agreement. The general cover contract 
is not a policy of insurance, but rather 
a contract to insure under specific 
policies to be written in accordance 
with rates and rules applying where 
the property is located; it is in the 
nature of a general binder for a stated 
amount, the specific amounts and loca- 
tions making up the aggregate to be 
furnished at a stipulated time. 

“This form of contract to insure is 
required by large concerns § having 
property in many different localities, 
usually in different States where the 
values, though fairly stable in the ag- 
rregate, fluctuate so rapidly as between 
the various locations that it makes it 
«x practical impossibility to keep cov- 
ered with separate insurance at each 
iocation. With constant shipments to 
and from widely separated locations it 
would often happen that insurance 
would be in excess of—or less than 
the actual value at any point, and in 
the latter case the insured would be 
without adequate insurance protection. 
As a rule, general cover contracts are 
written only on merchandise in ware- 
houses, stores, piers, railway terminals, 
etc., and do not cover in any manu- 
facturing plant or plant warehouses. 


Rules Not Settled Practice Yet 
“The rules governing the issuance and 
forms of general cover contracts have 
rot as yet become settled practice, and 
some of the conditions set forth in the 
sample form may require changing. 
“The theory upon which increases and 
decreases at specific locations are per- 
mitted at pro rata rates, providing 
there is no change in the aggregate 
amount of insurance (see form), is 
that the insurance in such case is 
transferred, thus following the usual 
rule Whereby it is permissible to can- 
cel insurance pro rata when it is to be 
rewritten as of the same date in an- 
other location; but if the aggregate 
amount is diminished this must be at 
short rates.” 
* * a 


$9,000,000 on Bell Steel 
The companies this week wrote use 
and occupancy and explosion insurance 
to the amount of $9,000000 on the 
plant of the Bell Steel Co. at Steuben- 
ville, Ohio. The business was placed 
in New York City. 


OPENS BROKERAGE DEPARTMENT 





Phoenix of London Offers Additional 

Facilities for Out-of-Town Busi- 

ness to Local Brokers 

The Phoenix Assurance, of 
has established a brokerage department 
for the acceptance of out-of-town busi- 
ness. The department is already in 
operation. 

Harry Hellriegel, who has been with 
the Phoenix for a number of years, of 
late in charge of the sprinkler leakage 
department, has been placed in charge 
of the brokerage department. 

a * 4 


S. W. SCOTT MAKES CHANGE 


London, 


Well-Known Brokerage Representative 
and Underwriter Goes With 
W. L. Webster & Co. 


W. L. Webster & Co. of \No. 1 Liberty 
Street, New York City, have competed 
arrangements whereby they have secur- 
ed the services of Samuel W. Scott, 
former secretary of the Jefferson Fire 
Insurance Co. of Philadelphia, and for 
the past four years office manager of 
the fire department of one of the larg 
est insurance brokerage houses of New 
York City, to act as underwriting man- 
ager in charge of the department rep- 
resenting companies desiring to secure 
for their local agents, lines on risks 
controlled by brokers. 

a * ™ 


APPOINT JONES & WHITLOCK 


Westchester Fire Announces Disposi- 
tion of Metropolitan Automobile 
Department to Growing Agency 

Jones & Whitlock this week were ap 
pointed metropolitan agents of the 
automobile department of the West- 
chester Fire. The appointment is ef- 
fective immediately. 

The agency of Jones & Whitlock is 
one of the oldest in New York. It 
represents the marine department of 
the Insurance Company of North Amer- 
ica for the writing of inland marine, 
tourist, commercial travelers, horse 
and wagon, transit and parcel post in- 
surance. 

~ * 1 
Unseen Forces 

Commissioner O'Neil, of Pennsylva- 
nia, discouraged because departmental 
measures which would have protected 
the insurance public against fraud did 
not go through in that State, gave out 
an interview saying that “unseen forces 
of a selfish nature” had been success- 
fully at work to block progress in the 
legislature of Pennsylvania. 

“Unseen forces” also succeeded in 
blocking the Boylan bill, which would 
have relieved brokers from being com- 
pelled to act as detective agencies, in 
this State after the legislature had 
passed it. 

= a + 


Insuring Shrubbery and Shade Trees 


The following letter to the “American 
Agency Bulletin,” written by a Gads- 
den (Ala.) agent, is rather out of the 
ordinary: 

“] see no reason why any company 
should not accept insurance on shade 
trees and shrubbery, as they can’t burn 
unless the dwelling near them burns 
and they are not any more hazardous, 
of course, 

“Il have done a little tree insurance 
for twelve years, rating them same as 
the dwelling, making a diagram of the 
premises and numbering each tree, nam- 
ing the amount on each. I consider a 
large oak worth at least $100, or rather 
insurable for that amount. The way to 
do is to write it up and send in the D. R. 
and if the company does not want it 
they will tell you so. 

“H. B. MYERS.” 
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BOND BONUS 
The announcement in The 
Underwriter last week that the Pre 
ferred Accident had adopted the plan ol 


offering a Liberty Bond to the agent or 


broker who produced $500 in new acci 
dent-health within three 
months, is followed this week by the 
action of the E. B. Quackenbush gen 
eral agency of the Ocean, and by the 
Continental Casualty in offering simi 
lar bonuses. The plans differ in de 
tails but the patriotic motives have re 
sulted in a hearty response as to no 
other previous campaign. 
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A Report on Acquisition Cost 
By E. H. Warner, Buffalo 


This report read at Casualty Section of New York State Association of Local Agents 


at annual convention in Newburgh last week 
e 


' TE ret | | Hh ! ! 
Each and every form of modern busi- 
ness has its particular form of troubles 
and worries, some more and some less. 
Our particular business is one of the 
some more. 

The insurance busines, I believe, is 
the only occupation that I know of 
where if a man is willing to work he 
must first improvise ways and means 
to prevent the legislature from passing 
laws that will prevent him from do- 
ing 80. 

Our latest affliction is embodied in 
that euphonious phrase, “Reduction of 
acquisition cost.” In fact, so terse is 
the phrase that it has already in some 
quarters been adopted as a slogan. 


The Emmet Ruling 

Troublesome agitation of this subject 
first made its appearance in 1913 as 
the direct result of a ruling by the 
then Superintendent of Insurance of 
the State of New York, William Temple 
Emmet, at which time he made his 
ruling that all companies must deduct 
their acquisition cost on certain classes 
of business, not only in New York 
State, but also in all other States. 

This drastic ruling caused an unroar 
from Maine to California and many 
protests were filed with Superintendent 
Emmet at that time. 

It was also at this time that the 
agents from various parts of the coun- 
try came to New York to meet the 
bureau companies and object to any 
such arrangement. Needless to say, 
the companies showed their representa- 
tives secant courtesy and did not in 
any way indicate what their position 
in the matter would be. In fact, it be- 
came immediately apparent that if the 
agents wanted any relief they must de- 
pend upon their own efforts. 

How National Association of Casualty 
and Surety Agents Was Started 

On that very day in a small room 
in lower New York, eleven men, one of 
whom I had the pleasure of being, 
formed the National Association of 
Casualty and Surety Agents. This 
meeting adjourned subject to a later 
call—-and that same fall in Cincinnati 
at the meeting of the National Associa- 
tion of Local Fire Agents, the Casualty 
Association was inaugurated as a vital 
factor in our business. 

A committee from the casualty as- 
sociation called upon Superintendent 
Emmet at Albany, and he finally agreed 
to call a meeting of the various State 
commissioners at Chicago, at which 
time the companies and agents would 
be invited to be present, and this mat; 
ter of limitation of commissions would 
be discussed. This meeting was held 
in Chicago, December, 1913. 

As a result of this meeting it was 
decided between the agents and the 
companies (please take notice I said 
between the agents and the companies) 
that the commission on compensation 
insurance should be fixed at 17% per 
cent.; and after coming to this decision 
Mr. Emmet, on behalf of the various 
State superintendents, acquiesced to 
this arrangement, and stated that this 
meeting, in his opinion, was one of the 
most memorable events in the history 
of insurance, inasmuch as it proved 
that when the companies and agents 
got together on an important problem, 
they could always adjust any differ- 
ences and that gratifying results were 
bound to be the outcome. 


Hi PUD I 
The Phillips Recommendation 

We all supposed that this matter 
was finally disposed of and that we 
would not be troubled with same again, 
But this evidently is not to be the case. 
Karly this spring the newspapers pub- 
lished a copy of the recommendations 
of Superintendent Jesse Phillips, of the 
New York State Insurance Department, 
and in one of which he recommended 
the reduction of acquisition cost on 
workmen’s compensation insurance. 
Your chairman of the executive com- 
mittee immediately put himself in 
communication with Superintendent 
Phillips and asked that he defer action 
on this important matter until after 
such a time as a hearing could be ar- 
ranged for. This the Superintendent 
kindly assented to, and on March 22, 
1917, a joint meeting was held at the 
Ten Eyck Hotel at Albany, at which 
were present your casualty executive 
committee and committes from the 
New York Brokers Association and the 
National Association of Casualty and 
Surety Agents. 

There were also present at this meet- 
ing home office representatives, con- 
sisting of the president of one com- 
pany, United States manager of one 
of the foreign companies, the secretary 
of one of our largest American com- 
panies, and the superintendent’ of 
agencies of another leading company. 
It is only fair that I should inform 
you that two of the largest companies 
represented very strongly advised the 
combined committees to oppose any 
action on the part of the State Depart- 
ment affecting a reduction in commis- 
sion. 

Phillips Postponed Action 

After discussing the matter from all 
angles, it was unanimously agreed to 
oppose any change in present commis- 
sions, the meeting adjourned to the 
State Capitol and a hearing lasting 
three and one-half hours was had be- 
for the Superintendent of Insurance. 

Mr. Phillips was very courteous to 
your representatives and showed a dis- 
position of the utmost fairness to the 
agent body. After listening carefully 
to all we had to say, he finally con- 
sented to postpone any action he in- 
tended taking until the next session of 
the legislature. 

We were, in the meantime, to con- 
fer with the companies and put our 
house in order and make some recom- 
mendations for reducing the cost of 
compensation insurance to the assured. 

What is Acquisition Cost? 

I have recently received letters from 
several insurance periodicals asking 
the question: “What is acquisition 
cost?” I avoided answering these ques- 
tions, as I felt that a newspaper con- 
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troversy was the last thing to be de- 
sired at this time on a subject so vital 
to our existence. 

Th answer -as to what constituted ac- 
quisition cost depends so entirely as 
to who answers it—it is so dependent 
upon the point of view. The company 
would answer acquisition cost repre- 
sents principally agents’ commissions, 
plus special agents and fieldmen’s ex- 
penses, inspection of plants and safety 
appliances, advertising, printing, plus 
various other expenses, altogether mak- 
ing a rather formidable total. 

From the agents’ standpoint, acquisi- 
tion cost represents all the commis- 
sions received from the companies, less 
the few dollars that are left after pay- 
ing brokers’ commissions, office help, 
rent, and the many expenses that go 
to make up the total on the debit side 
of our ledgers. 

So also the broker answers. this 
question in his way from his particu- 
lar angle. 

It seems a pity that it should be 
necessary at this or any time to de- 
fend our rights to earn a fair liveli- 
hood and to receive a fair compensa- 
tion for our efforts. 

The “Compulsory” Argument 

It is the contention of Superintend- 
ent Phillips that inasmuch as compen- 
sation insurance in this State is com- 
pulsory and as all manufacturers and 
employers of labor, excepting a few 
classes, must procure this insurance, 
it therefore does not require much 
effort or salesmanship to sell same. 

Also, that there are too many en- 
gaged in this business and by reducing 
commissions it will eliminate a goodly 
number of those now engaged in the 
business and thus create a larger busi- 
ness for those who remain, thus mak- 
ing up in volume for the reduction of 
commissions. 

Of course, with this argument goes 
the proposition that the purpose of all 
this is that same is done in the inter- 
est of the public, who are having to 
bear this burden. 


Agents Not Over-Paid 


In justice to the Department, I want 
to say to you men that the Department 
through Superintendent Phillips  ac- 
corded your representatives every pos- 
sible courtesy and the utmost consid- 
eration. We know that Superintendent 
Phillips is acting in accordance with 
what he deems right. but we are in 
hopes of convincing him that our con- 
tentions on this subject are just and 
proper. We contend: 

|. We are not being over-paid for the 
work that we perform and that our 
services to the assured are worth the 
meager commissions paid for this class 
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of business. | say meager on account 
of the great amount of work and time 
that is necessary to the proper handl- 
ing of compensation insurance. 

II. That an attempt on the part of 
the State to regulate commissions is an 
interference with our inherent rights; 
that same is unconstitutional, inas- 
much as it interferes with the right of 
private contract. 

Ill. The fact that compensation in- 
surance is compulsory does not drive 
the business into our offices. With 
mutual competition, State Fund compe- 
tition and occasionally self-insurance, 
there still is required the same amount 
of solicitation as under the old liability 
conditions and also many more hours 
of work in the way of service to your 
clients in order that they may obtain 
a proper classification, proper schedule 
credits, prompt payroll adjustments, 
and in many cases quarterly adjust- 
ments which entail four times the cost 
of collecting and accounting that we 
had previous to compensation. 

IV. That a reduction of commissions 
would not benefit the policyholders. It 
never has in the past and we may be 
sure it will not in the future. The only 
ones benefitted by such a move will be 
the stockholders of the companies. 

V. We further contend if this ques- 
tion is really vital it should be ap- 
proached from the angle of a reduction 
of the total cost of doing the business. 
It should not be confined to commis- 
sions only. The reduction should be a 
percentage one from the _ president 
down through all departments, includ- 
ing the agents—and why not? Are the 
president and other executive officers 
more important to the company than 
the men who make the existence of the 
company possible. How long would a 
Company last that did not have an 
efficient selling force? Where would 
home office salaries come from? Not 
from the money invested; that must be 
held inviolate for the stockholders, and 
the interest on same must form the 
backbone of the dividends. As a mat- 
ter of fact, it comes from the efforts 
and results obtained by the selling 
force. 

Where Expense Can Be Reduced 

We, therefore, recommend instead of 
reduction of commissions an_ intel- 
ligent investigation of the present 
wasteful and cumbersome methods of 
nandling the business. We believe there 
is a duplication of efforts on the parts 
of individual companies, such as the 
separate inspectors of plants and safety 
appliances, and many other employes 
engaged in the same territory, all do 
ing the same things for each company. 

A heavy reduction of expense might 
be accomplished by the opening of 
local inspection bureaus, said inspec- 
tions to be made under the general 
supervision of the combined companies 
following out the methods of the fire 
companies, both as to reporting on 
physical condition of plants and ap- 
plication of schedules, for the purpose 
of rate adjustment. 

Medical Attention 

Another cause for the high cost of 
doing this business is due to the medi- 
cal attention to injured employes. This 
item is becoming abnormal, and until 
the assured will interest himself in 
keeping this cost down by seeing that 
unnecessary service is not given or 

(Continued on page 22.) 
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Says War Injuries 
Are “Accidents” 





SURPRISING POSITION OF 
INSURANCE DEPARTMENT 


AN 


Text of Correspondence Between An 
Insurance Commissioner and Presi- 
dent of Insurance Company 


That some of the insurance commis- 
sioners are endeavoring to usurp 
underwriting as well as other super- 
visory prerogatives is the only con- 
clusion to be drawn by the corres- 
pondence between the insurance depart- 
ment of one of the most important 
States in the country and one of the 
leading casualty companies. The cor- 
respondence started by the submission 
to the department in question of the 
following war rider: 

This policy shall not cover the haz- 
ards of war. Death, disability or in- 
jury, resulting from Army or Navy ser- 
vice in any department; or from the 
manufacture or transportation or hand- 
ling of munitions of war, where death, 
disability or injury results from an act 
of destruction; or which may result 
from being upon any vessel that may be 
sunk, wrecked or damaged by any 
agency or act of war, are hereby de- 
clared as not covered. 
Correspondence Between 

and Company 

The following series of letters follow- 
ed the receipt of the war rider by the 
department: 

Dear Sir: This department is in re- 
ceipt of your letter enclosing two copies 
of war rider form. 

In the light of its present informa- 
tion, the department is unable to give 
approval to this war rider. “Death, dis- 
ability, or injury resulting from Army 
or Navy service in any department” 
deals with the matter of classification 
of risks. It has no place in an insur- 
ance contract. “From the manufacture 
or transportation or handling of muni- 
tions of war” is a question of classifi- 
cation of risks. “Where death, dis- 
ability or injury results from an act of 
destruction” is too indefinite to admit 
an intelligent construction. “Or which 
may result from being upon any vessel 
that they may be sunk, wrecked, or 
damaged by any agency or act of war” 
does not describe an exception from 
the coverage. “Classification of risks” 
and “exemption from the coverage” are 
apparently inextricably confused in the 
portions of the proposed rider, which I 
have quoted. In formulating this pro- 
posed rider you have probably given 
the matter considerable attention. Be- 
fore finally acting on this rider I should 
appreciate your observations and com- 
ments. 


Department 


COMMISSIONER. 
Company’s Observations 

Dear Sir: We acknowledge receipt of 
yours, wherein you make comment re- 
rarding war rider submitted, and sug- 
gest that we express our views. 

You are correct in your assumption 
that we gave the matter close consid- 
eration before drafting the rider, and 
we think you will concur in our views 
after considering our explanations. 

In the first place, war is not an ac- 
cident, and therefore, all that results in 
the way of death, disability or injury 
from actual participation in war, or ex- 
posure to‘its hazards, cannot be re- 
garded as coming within.the purview 
of policies such as we sell. Samples of 
all our policies are on file. Paragraph 
“A” of those policies recites specifi- 
cally that coverage shall extend only to 
those conditions which result solely 
from bodily injuries effected directly 
and independently of all other causes 
by the happening of an accidental event. 
It must be obvious that there is no 
promise to cover anything else than ac- 
cident, and we think you will concur in 
‘our belief that the language of Para- 





graph “A” makes it perfectly clear to a 
policyholder that all other than actual 
accidental injuries and disabilities are 
excluded from coverage. It is our be- 
lief that the language of Paragraph “A” 
would protect us against all the haz- 
ards of war without our going to the 
extent of covering the matter by a spe- 
cial rider. 

The execution and attachment of the 
rider, therefore, is for the purpose of 
putting the policyholder on notice, and 
of dissipating any erroneous belief that 
he would be covered. 

In times like the present, it seems 
to us that an insurance company ‘should 
not attempt any middle course, by 
which we-mean that it should be out in 
the open with a plain advice to its 
policyholders relative to the hazards of 
war. The question is agitating the 
minds of many companies, and some of 
them are trying to avoid loss of busi- 
ness by pursuing a course which, to 
our minds, isn’t perfectly frank. We 
don’t offer this as criticism, merely 
passing comment. 

Taking up the war rider itself the 
first sentence covers the whole intent, 
“This policy shall not cover the haz- 
ards of war.” If we had stopped at 
that point, the question naturally arises, 
“Well, what do you mean by the haz- 
ards of war?” And some would think 
it meant nothing but the actual engage- 
ment of battle, so therefore all that 
follows is intended to define what we 
mean by the hazards of war. 

There is no disturbance of any policy 
until there is an exposure. The en- 
closed letter is being sent to every 
policyholder whose name is submitted 
by any local representative as one who 


has enlisted. It makes clear to the 
msk the extent to which he is covered 
under changed conditions, and it  be- 
comes his privilege to continue or dis- 
continue his insurance. We demand 
notice from the agent so that we can 


send the letter promptly and have it in 
the hands of the risk before he leaves 
his home community. 

The second contingency, dealing with 
the manufacture or transportation or 
handling of munitions will represent a 
very grave menace to life. You of 
course are aware that a great many 
plants are to-day making all kinds of 
munitions and supplies, and we are 
both aware that there will be ten times 
the number of plants turning out sup- 
plies of one kind and another, and all 
will be subject to the exposure of des- 
truction by force and by intent. We 
have had eight or ten examples in the 
lest year while our country was not at 
war, and in the consideration of war 
coverage it doesn’t matter whether a 


man is in the trenches firing the cart- 
ridges, or in-the munitions plant mak- 
ing them, if the trench is blown up, or 
if the plant is blown up, either act is 
an act of war, because in the case of the 
plant the destroying agent is the agent 
of an opposing nation. 

Taking up the third section, the his- 
tory of the high seas, as written within 
the last six months, shows that every 
vessel of whatever character traveling 
in the war zone is subject to submarine 
destruction. With vessels being des- 
troyed at the rate of from fifty to one 
hundred per week, the chance seems to 
run strongly against any vessel getting 
through. In addition to the submarine 


hazard we have the hazard of mines, 
the hazard of destruction by time 


bombs placed when cargo is loaded. We 
have the hazard of storms and expos- 
ure even where crew and passengers 
escape in the boats, and even the life 
boats are subject to destruction, as has 
occurred in more than one instance. 

Every such contingency when it re- 
solves itself into a condition is a con- 
dition brought about by intent, and 
not by accident, and therefore it all re- 
verts back to the limited coverage of 
Paragraph “A,” and knowing the limit 
of that coverage it resolves itself into 
our desire and intent that the insuring 
public shall not be misled, and shall 
know by the special rider that it is not 
and will not be covered against the 
hazards of war. 

This rider was carefully considered 
by our General Counsel and approved, 
and has likewise been approved by 
every other department to which it has 
been submitted. 

PRBPSIDENT. 


A Letter to Insured 

Dear Sir: We have been advised 
that you have enlisted and this, there- 
fore, is to notify you that your insur- 
ance does not contemplate the hazards 
of war. We are anxious to carry your 
protection against all disability from 
accident or illness, but the injuries in- 
cident to war are not the results of ac- 
cident. (Most of them are the result of 
the deliberate intent of the opposing 
force to destroy or disable, and where 
effort is made to accomplish such re- 
sult the element of accident is wholly 
lacking. We will be glad to continue 
your insurance so long as your duties 
do not involve any actual war exposure. 
By “War Exposure” we mean service 
at the front, or maneuvering for prac- 
tice or instructions, or doing guard 
duty at munitions plant, or any such 
service as that. Just as soon as such 
service begins on your part we desire 
you to notify us so that we can cancel 
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your policy, or we are willing to permit 
it to continue in force with the under- 
standing that we do not cover any of 
the hazards of war. 

If you deem it advisable to discon- 
tinue the policy, we will be pleased to 
take the matter up with you again when 
you have left the service. 

PRESIDENT. 


Says Rider Should Be Reformulated 

Dear Sir: I am in receipt of your 
letter of May 8 giving your views on 
the war rider form. The gist of your 
letter is found in the third paragraph. 
ll cannot see the matter in the same 
Way as you do. While as you say, war 
is not an accident, the results of war 
as to the holder of an accident policy, 
are accidentally caused. Murder so far 
as the murdered person is concerned, is 
accidental. Suicide while insane, is an 
accident to the insured. An insurance 
company is not liable for any loss which 
is due to the voluntary act of the in- 


sured. Voluntary exposure to danger 
relieves an insurance company from 
liability, not on the ground that the 


loss was not due to accident, but on the 
ground that the insured himself caused 
the loss. 

Applying the principles embodied in 
the observations to your proposed war 
lider, I am of the opinion that your 
war rider should be. reformulated in 
order that your company may be pro- 
tected. I suggest that you would re- 
ceive all the protection that you can 
secure, if you provide that “the policy 
to which this rider is attached does 
not cover bodily injury or death or sick- 
ness caused by acts of war or by con- 
d'tions arising out of a state of war.” 

COMMISSTONER. 


Again Writes Commissioner 

Dear Sir: Your esteemed favor of 
the 11th received, and while I do not 
wish to be contentious, 1 beg the priv- 
ilege of disagreeing with some of your 
statements, or of at least offering op 
posite views. ‘My reason for so doing is 
because I think that we should always 
arrive at common understanding, if pos- 
sible. 

You say that to the holder of an 
accident policy, injuries resulting from 
war cause are accidental. We would 
argue against that statement on the 
ground that anything that is intentional 
can never be accidental, A mine an- 
chored in the lane of travel of trans- 
Atlantic ships, is anchored there to des- 
troy whatever comes in contact with it. 
The torpedo launched by a submarine is 
intended to destroy the vessel aimed at. 
The bombs dropped by the Zeppelins 
were intended to destroy life and prop- 
erty. And so we might continue. The 
fact is that the intention is to destroy 
as much property and as many lives 
as possible, and without regard to their 
being the lives of men, women or chil 
dren in or out of the service. 

Your point regarding 
sustained by court decisions. Compan- 
ies make an exception where murder 
is done by a highwayman, but in other 
cases murder is a deliberate act and 
is not accidental. Among others we 
had one interesting case where a man 
walked into a saloon seeking for an- 
other whom he desired to assault. He 
thought he saw his man, and walking 
up to him, struck him, knocking him to 
the floor. The man’s head struck the 
bar rail and caused his death. Imme 
diately the blow had been struck, the 
murderer discovered that he had struck 
a man that he didn’t know at all. The 
argument was made that it was an ac- 
cident, but the point was sustained that 
inasmuch as the man had gone up de- 
liberately to this person and struck him, 
that the act was intentional, the injury 
intentional, and there was nothing ac- 
cidental about it. 

Suicide is not an accident except 
that it has been legislated to be such 
in the State of Missouri, but in all 
other States a policy provision against 


murder is not 


‘suicide, sane or insane, holds good. 


An insurance company is liable for 
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the voluntary act of the insured, but 
it is not liable for the voluntary act 
where the intended result is personal 
injury. 

Voluntary exposure to danger does 
not relieve a company from liability. 
We used to think it did, and carried the 
clause in our policy, but we found the 
question of what constitutes voluntary 
exposure to be a question that invari- 
ably resolved itself against the com- 
pany, and the last case we tried out, 
and which seemed to be an undoubted 
ease of voluntary exposure to obvious 
danger, went against us. We there- 
after eliminated the clause from the 
policy. The case was one of fisherman 
who had to cross the railroad tracks in 
order to get to his boat. Signs were 
posted against trespass on the right of 
way, which was fenced in, the regular 
crossing being some two or three blocks 
below. This fisherman climbed the 
fence and crossed the tracks daily, and 
upparently it was known to the rail- 
road company. ‘The place of crossing 
was at a sharp curye, and on a windy 
day, while crossing the tracks, he ob- 
served a train approaching. He stepped 
off of the track to get out of the 
way. The wind blowing from him and 
the noise of the train he saw, prevented 
his hearing the other train coming from 
the opposite direction, and he was killed. 
The danger was obvious, and there 
was a violation of the corporation rules, 
but the argument went against us. On 
the point of corporation rules, the jury 
concluded that if the railroad company 
knew of the violation, it was suspend- 
ing the rules; and in the matter of 
voluntary exposure, it concluded that 
it wasn’t an exposure for the man who 
traveled back and forth every day over 
those railroad tracks, that he was ob- 
livious to personal danger, and there- 
fore was not exposing himself volun- 
tarily. This is but one of many cases 
that different companies have had. 

Your suggestion regarding a recon- 
struction of the rider is somewhat in 
line with a draft submitted by our own 
general counsel, but which we turned 
down because it was too broad. That 
is, it could be construed too strongly 
against the public. Our desire was to 
be very concise, and to make the re- 
striction exactly that of a real war ex- 
posure. If we were to follow your sug- 
gestion and make a rider to read that 
the policy does not cover bodily injury 
or death or sickness caused by acts of 
war, or by conditions arising out of a 
state of war, we could under the sec- 
ond stipulation defend against a vast 


number of perfectly legitimate claims, 


and that we hold would be unfair and 
really immoral. 

The situation is grave, and all com- 
panies are wondering just how to cover 
all that isn’t a war exposure and how 
to make the point clear. We think the 
rider as devised does precisely that. It 
continues the insurance of every risk 
up to the point of real war exposure, 
and then it discontinues the insurance. 

There is another very good reason 
for the discontinuance, whch is that 
risks are insured for an average of per- 
haps $40 or $50 per month, and our 
policy, like other policies, limits in- 
demnity to 80 per cent. of the income. 
The income of a soldier is very small, 
and the realization under a_ policy 
would not exceed one-third the amount 
of the insurance stated in the policy, 
even if the policy were continued in 
force, and any such settlement would 
disturb and disappoint. So we have felt 
that the only course was the course we 
have pursued, 

PRESIDENT. 
“Intentional Acts” 

Dear Sir: I am in receipt of your 
letter of May 19, and agree heartily 
with you in the desire to arrive at a 
common understanding. 

You argue against my statement that 
to the holder of an accident policy in- 
juries resulting from war causes are 
accidental, with the statement “that 
anything that is intentional can never 
be accidental.” In that statement you 
do not bear in mind the limitation I 


put upon my statement, “to the holder 
ef an accident policy,” nor do you have 
in mind the distinction that I made, 
that an act may be intentional to one 
human being but an accident to another. 
If we were all gods, and had infinite 
minds, nothing could be accidental, but 
we are finite. 

You state that my point regarding 
murder is not sustained by the court 
decisions. In running through volume 
28 of Deitch’s Insurance Digest, I find 
the following: * * * 

Your position on the subject of mur- 
der makes it necessary to divide mur- 
der into classes and to call those de- 
grees of murder lacking the deliberate 
intent to take life, not accidental and 
those degrees of murder having the lim- 
iiation of criminal neglect or careless- 
ness, accidental. I am sure that after 
deliberation you will admit that such a 
result would be ridiculous. I am sure 
that it is not necessary for me to call 
attention to the fact, that in considering 
your argument I have passed from the 
sublime (divine) to the ridiculous. * 
A a 

The effect of these quotations from 
Deitch and from the Wisconsin decis- 
ions, is that an insurance company is 
relieved from liability if a loss be due 
to an intentional act of the insured but 
is not relieved from liability if the loss 
be due to the intentional act of an- 
other. 

Applying the principles derived from 
the cases cited, to the war hazard it 
may be stated as the rule, that to re- 
lieve the insurer from liability the ex- 
ception or the exemption must be des- 
cribed without reference to the mental 
state of the person causing the loss. 

I appreciate the force of your criti- 
cism of the form suggested. I believe 
that the force of your criticism would 
be nullified if the form suggested were 
to be modified to read “This policy does 
not cover bodily injury or death or 
sickness caused by acts of war or by 
conditions arising directly and solely 
out of a state of war.” I admit that 
the suggestion that I have made is not 
entirely satisfactory, I am not sure but 
the adverb “necessarily” should be in- 
corporated into the suggestion. How- 
ever, I submit my amended suggestion 
for your criticism. 

As you suggest the situation is grave. 
The necessities of the situation will not 
be met by the cancellation of policies 
of those who enter military or naval 
service. ‘They should be covered ex- 
cept for losses or injuries resulting 
from actual battle, Civilians should be 
covered in all cases except of volun- 
tary exposure to unnecessary danger, 
i. e., case of recklessness, or wanton 
carelessness which are cases of self in- 
flicted loss for which the insurer would 
not be liable. 

Risks are classified by occupation. 
The exposure from which you wish and 
should relieve yourself from liability 
is not a hazard of occupation but is 
common to persons in the military and 
naval service of the government and 
also to civilians who may be at a place 
of battle. Ags to civilians the exception 
can be made for the present by reliev- 
ing the insurer from liability for acci- 
dent or sickness occurring outside of 
continental United States. I am not 
sure, but that the same limitation 1s 
to those engaged in military or naval 
service would be sufficient. 

I trust this letter will be helpful to 
you and shall appreciate your criticisms 
thereon. 

COMMISSIONER. 


Answers Court Citations 

Dear Sir: I have read with a great 
deal of care your letter of the 25th, and 
it appears to me that the discussion has 
drifted wide of its original basis, which 
was an intention on the part of the 
Company to exempt the Company from 
liability where injury or death resulted 
from an intentional act of destruction 
incident to a condition of war. 

(My letter to department under date 
of the 19th, carried with it error, in 


that I made answer to his comment re- 
lative to intentional injuries, and hence 
your reply deals to a considerable ex- 
tent with the same point, as well as 
with murder and assassination. Al) 
three of the points are somewhat wide 
of the issue. Acts of war are not dealt 
with as either murder or assassination. 

I have, however, looked up the decis- 
ions you quote, and have looked up a 
good many others, and have also read 
Cooley on the subject of intentional in- 
juries, and the gist of it all is that in- 
juries received by the insured are acci- 
dental so far as the insured is concern- 
ed, even though intentional as far as 
someone else is concerned, and the 
Company is liable except where its 
policy specifically provides that such in- 
juries shall not be covered. Where 
policies carry such language, the ruling 
has been that the court may interpret 
but may not broaden a policy, and that 
where the language is clear it isn’t with- 
in the province of the court to enlarge 
upon the intent. 

On page 2, in the next to the last par- 
agraph, you quote a Wisconsin decision 
exactly in line with this position. It 
says: 

“In the absence of any express pro- 
vision to that effect, an Insurance Com- 
pany is not relieved, etc.” So the na- 
tural inference is that where an ex- 
press provision excepting certain cov- 
erage is in the policy, then the lan- 
guage of the policy controls. 

In the second paragraph, page 3, you 
lay down precisely our own ground of 
argument when you say: “Applying 
the principles derived from the cases 
cited to the war hazard, it may be stated 
as the rule that to relieve the insurer 
from liability, the exception or exemp- 
tion must be described.” I omit the 
further reference to mental state of the 
person causing the loss, as that doesn’t 
seem to enter into the matter. As a 
general proposition, the act of a mem- 
tally irresponsible person could not be 
looked upon as intentional. 

Reverting to your language just quot- 
ed, it covers precisely what we have 
undertaken to do in relation to the haz- 
ard of war. We have made specific ex- 
ception against such hazard, and the ex- 
emptions that we claim are carefully 
described, and that’s precisely what you 
say we should do. 

Let us analyze the rider again. You 
will of course admit that it is within 
the province of a company to stipulate 
that it will not cover the hazards of 
war, and we might let it go by mak- 
ing no further statement in relation to 
the hazards of war, and if we did we 
would be in far better position to deny 
a great many claims. But not wishing 
to take advantage of such an opportun- 
ity, we make three specific exemptions. 

First, death, disability or injury re- 
sulting from Army or Navy service in 
any department. 


Second, death, disability or injury re- 
sulting from the manufacture or trans- 
portation or handling of munitions of 
var where death, disability or injury re- 
sults from an act of destruction. An- 
alyzing this provision we find that the 
proposition is that we will not cover the 
hazards of war, and that if death or in- 
jury results from an act of destruction, 
the Company must be able to prove that 
the act of destruction was carried out 
because of the manufacture, transporta- 
tion or handling of munitions of war, 
and therefore jt would be clearly an act 
of war if so proven. There will be a 
thousand conditions where we might 
plead war hazard, but which we should 
not properly plead, and therefore the 
carefully devised language draws a very 
rigid line indicating where we intend 
to stop in denying liability under such 
condition. 

Third, death, disability or injury 
which may result from being upon any 
vessel that may be sunk, wrecked or 
damaged by any agency or act of war. 

PRESIDENT. 


Acquisition Cost 


(Continued from page 20.) 
forced upon. injured employes, so long 
will they have to bear the burden of 
same. If, however, some plan can be 
devised to cut down the abnormal medi- 
cal cost this will accomplish much of 
the desired result. 

Predicts Commissioners’ Recommenda- 
tions 

In August the insurance commis- 

sioners will have their annual meeting, 

and a committee of six, headed by 

Superintendent Phillips of this State, 

will probably make some recommenda- 
tions on this matter. 


THE SPIRIT 
OF 1917 


There is a spirit of 
mutual helpfulness 
among 
Continental agents 


Continental Casualty Company 
H. G. B. ALEXANDER, President 
GENERAL OFFICES 


910 Michigan Avenue, Chicago 





C. A. CRAIG, President 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


C. R. CLEMENTS, Sec, & Treas. 








pre 
EARDEIEEES  occcccccce senceeeese 
Capital ..... AE en 
Surplus over all liabilities....... 


. 


Health, an 
Insurance, 
Damage), Automobile (Personal 


surance; Fly-Wheel Insurance. 





The Fidelity and Casualty Company of New York 





Losses paid to December 31, 1916... 


This Company issues contracts as follows: Fidelity Bonds; 
Disability Insurance; Burglary, Larceny, and a 
Liability Insurance—Employers, Public, Teams (Personal Injury and Property 
Injury, Property Damage and Collision), Physicians, 
Druggists, Owners and Landlords, Elevator, Workmen’s Compensation—Steam Boiler In- 


December 31, 1916 


seeee Steere ee eeeeereseeee 


$13,788,795.23 

9,708,052.97 
1,000,000. 

+ _3,080,742.26 

cover sesccccccoocceces eee 090,684.58 


Surety Bonds; Accident, 
Theft Insurance; Plate Glass 
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A PERSONAL 
APPEAL 


To every man who, as a 
Broker or Agent, receives 
a commission or salary 
from the sale or handling 
of insurance premiums: 


Your income is_ threatened 
with reduction and_ possible 
extinction. 

How, You ask? 

By the Menace of State 
Insurance! 

“Oh,” you say, “the Mills Bill 
is dead.” Mistake No. 1. 

“Anyway, that will never 
affect my business.” Mistake 
No. 2. 

“Besides, I will go into some 
other line and make just as 
much.” Mistake No. 3. 


A Nation-wide propaganda is 
being conducted by the Ameri- 
ean Association for Labor Legis- 
lation. They will keep busy from 
now until the next legislatures 
meet and so must you. 

While the present bill will 
affect only health and indus- 
trial life insurance, it is the 
forerunner to State insurance of 
every description. Once the 
principle of State insurance is 
established by law it will un- 
doubtedly rapidly extend to all 
branches of the business. 

The accident and health men 
are merely in the first line of 
trenches. The fire men are in 
the second line and the casualty 
men of other lines and the life 
men are in the third. You second 
and third line men are just as 
vitally concerned in having the 
first line hold as we. Give us 
the munitions of war and _ it 
WILL hold. If it breaks, then 
the enemy is at your trenches. 

Let us concede that State In- 
surance cannot come for 5 years. 
You will then be 5 years older. 
Who would want you at that 
age? How many years would it 
take you to create an equal in- 
come in another line, if you ever 
did? Could you and your family 
adjust yourselves to a reduction 
in income of $1,000 a year? 
Wouldn’t even $500 embarrass 
you? 

How can you best fight State 
Insurance? By Organizing. 

The Insurance Federation of 
the State of New York is such 
an Organization. It’s your or- 
ganization, but vou’re not sup- 
porting it. It is fighting and 
has fought and won the same 
victories for you. Are vou wil- 
ling to have a few unselfish men 
work always for you? Do the 
work you should do for your- 
self? Are you willing to be a 
slacker? 

You can enlist for this fight 
by becoming a member of the 
Insurance Federation. The dues 
are $1 per year. You will re- 
ceive a membership card and 
the Federation News for one 
year. This paper will keep you 
informed of the fight in all 
States. 


We need funds as well as 
members and want 350 volun- 
teers to become sustaining mem- 
bers. The cost is $10. 

This Advertisement Paid For 
By The Accident and Ilealth 
Membership Committee. 
Send Check To-day to: 
James R. Garrerr, Chairman, 
100 William St., New York. 








CASUALTY POINTS 


A recently reported case 
Age indicates the necessity for 
of some change of action on 

Beneficiary the part of the Company 

if we are to be protected 
under our policies against the giving 
cf that insurance, which we never in- 
tended to give, and which our agents 
know we never intended to give, says 
the Standard Accident in its “Cog.” 

This is the case of Cook vs. National 
Videlity, & Casualty Company, 160 
Northwestern Reporter 957. In _ that 
case the policy contained a clause ex- 
tending insurance to cover the bene- 
ficiary, and that clause had the follow- 
ing provision: “If one person Only 
over eighteen years and under sixty 
years of age, other than the insured, is 
specifically named as beneficiary * * * 
this policy shall also * * * insure the 
person so named as beneficiary.” 

The beneficiary was fifty-nine years 
of age at the time the policy in ques- 
tion was issued and was, therefore, at 
that time insurable. In three years 
thereafter the policy was renewed. The 
beneficiary was then sixty-one years of 
age, and at that time was injured, 
which injury resulted in death. 

The Court held that the policy could 
not be construed as meaning that it 
would terminate upon the beneficiary 
reaching the age of sixty years, so the 
Company was liable. 

You will see, therefore, under the 
above decision the courts would have 
us grant insurance to beneficiaries over 
sixty years of age, while the terms in 
the policy seem clearly to provide that 
such insurance shall not be granted, 
\gents who issue their own policies 
will, therefore, please forward to this 
office for endorsement all policies nam- 
ing beneficiaries over sixty years of 
age. The endorsement to be attached 
will be an endorsement excluding bene- 
ficiary coverage. Upon renewal of poli- 
cies which contain a beneficiary clause, 
the endorsement will be attached to 
the renewal, excluding beneficiary cov- 
erance when the beneficiary is over 
sixty years of age. This should also 
be checked up by the agent before 
celivery of such renewals to make sure 
that proper endorsement is attached. 

In those States where separate bene- 
ficiary policies are issued, such policies 
will not be renewed if the assured has 
reached the age of sixty years, and 
will in no case be issued where the 
keneficiary will reach the age of sixty 
years prior to expiration of policy. 

In asking you to assist us in caring 
for this matter in this way we do so 
with the belief that you wil] thoroughly 
understand that we are merely taking 
a precaution against a construction of 
the policy, which was never intended. 

+ * 

Arthur L. Dietrich, assistant man- 
ager of the New York office of the 
(". & D., has been given personal super- 
vision of the accident and health and 
burglary departments of the office. 
rhis announcement follows the retire- 
ment of A. G. MacAinch, former man- 
ager of the accident and health de- 
partment and who has gone into busi- 
ness for himself, 


SUBSCRIBE $300,000 

$300,000 has been subscribed to the 
Liberty Loan by the following Nor- 
wegian Companies, of which Robert 
Van Iderstine is United States man- 
ager: Norske Lloyd Insurance Com- 
pany, Ltd., Norwegian Assurance Union, 
Ltd., and Norwegian Globe Insurance 
Company, Ltd. 

GOES WITH SCHLESINGER 

Harry Wind, for many years with the 
Universal Inspection Bureau, has joined 
the staff of Louis Schlesinger, Inc., gen- 
eral agents for the Maryland Casualty 
Company in Essex County, N. J. Mr. 
Wind will be superintendent of the 
casualty insurance department. 


W. E. SMALL, President PETER EPES, Agency Mgr. E. P. AMERINE, Secretary 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” | 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........ $1,526,022.81 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Russell R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
Cc H I S AG oO Resident Manager 


ati 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Liability, Accident, ene Se 
Burglary, Boiler and . r Resident Senenaes 
Credit Insurance Established 1869 





New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 








The Frankfort General Insurance Co. 
UNITED STATES DEPARTMENT 
123-133 William St., New York, N. Y. 
TRUSTEES: 
Union Trust Company, 80 Broadway, New York City 
CASUALTY INSURANCE 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 








BUSINESS=BUILDERS 


DEVELOPING 


tl Fidelity and Surety Bonds, Liability Workmen’s 
“Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 
BOSTON T. J. FALVEY, President 
Paid-In Capital $1,500,000 Write For Territory 



























The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 


SURETY 
Insurance Company in the World 
COMPANY LIABILITY, STEAM BOILER, 
OF ACCIDENT, HEALTH, FIDELITY 


AND BURGLARY INSURANCE 
NEW YORK 


United States Branch 
100 BROADWAY SAMUEL APPLETON, United States Mgr. 
Fidelity and Surety Bonds 


AMERICAN 


Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 
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The Columbian National Life 
OF BOSTON 
ARTHUR E. CHILDS, President 
A CHANGE may be necessary to realize your ambition 
Think a minute—then write 
WM. H. MASTIN FRANK D. LOMBAR 
SUPERINTENDENTS OF AGENCIES 
(West of the Mississippi). (East of the Mississippi). 


SYMES BUILDING 77 FRANKLIN STREET 
DENVER, COLO. BOSTON, MASS. 


DARL D. MAPES, Superintendent of Accident Agencies 
77 FRANKLIN ST., BOSTON, MASS. 


The service of a high grade Accident Department will also be offered so 
that you will not have to broker your Accident business to avoid violating 
your Life insurance contract. 


In addition to the ordinary forms of life insurance 


THE EQUITABLE 


makes a specialty of the following: 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the Convertible Policy, which can be 
converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 





A Bond issued without medical examination giving the investor an income 
for his declining years. 


A new policy is offered under which the insurance 
is DOUBLED if death results fom ACCIDENT. 


This policy also embodies the following advantages if 
the person whose life is insured becomes totally 








and permanently disabled: 





American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


1. Thereafter the Equitable will carry the insurance 
—The Insured will have nothing further to pay. 


2. The Equitable will pay the Insured an annual income 
for life equal to one-tenth of the face of the policy. 

3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 


For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 






































A Progressive 


SURETY ann CASUALTY 


Company 





WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,000 under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 


FIRST, it guarantees that in case of death from any cause, $5,000, the face of the 
Policy, will be paid. 

SECOND, that in case of om from any ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid 

THIRD, that in case of death from certain SPECIFIED accident, $15,000, or THREE 
TIMES the ‘tace of the Policy, will be paid. / 

BUT THIS IS NOT ALL. The Accident Disability Endorsement FURTHER guar- 
antees that in case of total disability as a result of accidental injury, the Company 
will pay direct to YOU at the rate of $50 PER WEEK during such disability, but not 
to exceed 52 weeks, after which the weekly indemnity will be at the rate of $25 PER 
WEEK throughout the period of disability. Can insurance do MORE? And why 
should any man be satisfied with a policy that would do less? The cost is low. 

Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgia, Delaware, Maryland, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 
Home Office, United Life Building - Concord, New Hampshire 


























San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 











U. S. Gash Assets, Dec. 31, 1916 $15,827,439.35 
Surplus,  - - «= «+ 5§,460,745.59 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904 1,051,543.00 








Liverpool 

am ondon 
ano Globe 

Insurance Zo. 


Over $152,000,000.00 


Losses Paid in the United States 






HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mgr. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
80 William Street 


CIMICED 











— 

















PPD 








